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AN INVESTIGATION INTO FAILING 
SMALL BUSINESSES 
IN BANDUNG - WEST JAVA PROVINCE - INDONESIA 
ABSTRACT 
This research attempts to investigate some of the 
major causes of small business failures in Bandung - West 
Java Province - Indonesia. Considerable work on 
establishing basic statistical information was required 
before selection of the research sample could begin. 
The research incorporates a cross sectional 
analysis of 246 failed small firms. Using a mail survey 
and interviews, the data were collected, collated, and 
reported for firms which started up between 1983 to 1985 
and which had failed during 1983 - 1988. The data were 
analysed through the utilization of the chi-square test, 
using the Microstat Computer Package program. 
Significant findings were that early failure was 
associated with some but not all dimensions of location; 
inadequate use of bookkeeping records; high gearing; 
failure to use market surveys and to update technology 
and product knowledge; reliance on a small customers 
base; and inadequate or inappropriate training. 
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An Overview of The Research Project 
1.1. INTRODUCTION 
The objective of this chapter is to state the 
purpose of the research project, define key terms, 
outline reasons for small business failure, acknowledge 
the limitations that relate thereto, identify the 
structure of the research project, and to state three 
primary research questions. 
1.2. PURPOSE 
The purpose of this research project was to 
investigate some of the major causes of small business 
failure in Bandung - West Java Province - Indonesia. 
Understanding the causes and ways in which they might 
be avoided is an important step in planning any new 
small business in Bandung - West Java Province 
Indonesia. 
1.3. DEFINITION OF KEY TERMS 
Primary to a study of small business failure is 
the establishment of the parameters of that concept as 
utilised in this research project. The discussion of such 
terms will also contribute to the understanding of the 
phenomenon of small business failure. 
Small business definition. 
Following the definition of The Research and 
Policy Committee of The Committee for Economic 
Development (1947, p.14), the small business will be seen 
to have at least two of the following requirements : 
"1. Management is independent. Usually the managers 
are also owners. 
2. Capital is supplied and ownership held by an 
individual or small group. 
3. Area of operation is mainly local. Workers and 
owners are in one home community. Markets need 
not be local. 
4. Size within the industry is relative; the 
business is small when compared to the biggest 
units in its field. The size of the top bracket 
varies greatly, so that what might seem large 
in one field would definitely be small in 
another," 
In the United Kingdom, a Committee of Inquiry on 
Small Firms (Bolton, 1971, p. 1), came to the conclusion 
that three main characteristics had to be taken into 
account in connection with the definition of small 
firms : 
"Firstly, in economic terms, a small firm is one 
that has a relatively small share of its market. 
Secondly, an essential characteristic of a small 
firm is that it is managed by its owners or part 
owners in a personalised way, and not through the 
medium of a formalised management structure. 
Thirdly, it is also independent in the sense that 
it does not form part of a larger enterprise and 
that the owner managers should be free from 
outside control in taking their principal 
decisions." 
In Australia, The Wiltshire Committee suggested a 
flexible interpretation of any definition of small 
business (Parliamentary Paper No.82, June 1971, p.7) : 
"A business in which one or two persons are 
required to make all the critical management 
decisions : finance, accounting, personnel, 
purchasing, processing or servicing, marketing, 
selling, without the aid of internal specialists 
and with specific knowledge in only one or two 
functional areas." 
In Indonesia, the most widely used measure of size 
in small business is the number of employees, namely 
between 5 to 19 employees. In quantitative terms, that 
conforms to the system of differentiation used by The 
Biro Pusat Statistik for the 1974/1975, industry census 
in Indonesia. 
TABLE 1. I. 
BREAKDOWN OF ENTERPRISES BY NUMBER OF 
EMPLOYEES IN INDONESIA 




Large scale industry 
1 - 4 
5 - 1 9 
20 - 99 
100 and over 
* In full time employment. 
Source : extracted from Clapham, 1985, p.3. 
Clapham comments on the special nature of the 
small business. 
"In qualitative terms, the distinction lies in the 
fact that, in the small enterprise, there is no or 
only a relatively small amount of operational and 
administrative division of labour at management 
level -- the borderline case is the one man 
management of the owner entrepreneur -- and that 
close personal relationships exist between the 
entrepreneur and his work force, clients, and 
suppliers." (Clapham, 1985, p.2) 
In this research project, the standard Indonesian 
definition of small business of an independent firm with 
staffing of 5 to 19 (including both owner - manager(s) 
and employees) will be adopted. However it is believed 
that such firms will also be compatible with the 
qualitative definitions used in Western literature, but 
will exclude the very small enterprises (that is cottage 
industry or micro firms). 
Failure definition. 
Van Home (1977, p. 652) says the concept of 
'failure' is vague, partly because there are varying 
degrees of failure. This is an accurate statement. 
Support for this view is evidenced by the following 
definitions : 
"Obviously failure means a situation where 
available capital is insufficient to pay all the 
obligations of a business. No matter how large or 
how small initial capital may have been, 
incompetent management has not only exhausted it 
but incurred debts beyond ability to pay." 
(Baumback, Lawyer and Kelley, 1973, p.20) 
Dun and Bradstreet's (1979, p. 15) definition is : 
"Business failure includes those businesses that 
ceased operations following assignment of 
bankruptcy; ceased with loss to creditors after 
such actions as execution, foreclosure or 
attachment; voluntarily withdrew leaving unpaid 
obligations; were involved in actions such as 
receivership, reorganization or arrangement, or 
voluntarily compromised with creditors." 
Cahill (1980, pp.63 - 65) says : 
"Failure is defined as the condition of the firm 
when it is unable to meet its financial 
obligations to its creditors in full. It is deemed 
to be legally bankrupt and is usually forced into 
an insolvency liquidation." 
Altman (1982, p.6) defines failure differently, by 
economic criteria, so 
" that the realized rate of return on invested 
capital, with allowances for risk considerations, 
is significantly and continually lower than 
prevailing rates on similar investments. " 
A.J.Williams (1982, p.24) in his studies of Australian 
small businesses, has used the following definition of 
'failure' : 
"If the firm ceases operating under its existing 
owner(s) and structure because it is unable to 
function profitably, or does so because of 
existing or impending failure, insolvency or 
financial difficulty. Most unofficial failures 
involve voluntary cessation of business, although, 
in many instances pressure from creditors would, 
no doubt, provoke the decision to cease 
operating. 
None of these definitions which have been cited above is 
satisfactory especially in connection with the small 
businesses failures in the Indonesian situation. 
Dun and Bradstreet's definition is partly relevant 
to the condition of small business failures in Indonesia. 
Their view that "business failure includes those 
businesses that ceased operations following assignment of 
bankruptcy" does apply. Cahill's definition : "failure is 
defined as the condition of the firm when it is unable to 
meet its financial obligations to its creditors in full" 
also applies. In Indonesia itself, there is no 
universally recognised definition of small business 
failure, but for the purposes of this research project a 
practical definition of the small business failures in 
Bandung - West Java Province - Indonesia, is required. 
Therefore for this research project a small business is 
deemed to be a 'failure' if the firm ceases operating 
under its existing owner(s) and structure because it is 
no longer viable. That is, there is no production and no 
selling. Also the firm ceases to pay the contribution fee 
to the original trade associations. Such small businesses 
even as they cease operating, are sometimes unable to 
meet financial obligations in full. 
It is important to note that the definition of 
failure applied in this research project relates 
specifically to the small business conditions in Bandung 
West Java Province - Indonesia. Clearly special 
conditions apply to the Bandung situation if the small 
business ceases production but probably still has some 
goods left, the firm will be able to sell the remaining 
goods. That is, this situation does not signify failure 
at that point. Other possibilities are : the small 
business as an enterprise may be sold but still pay the 
contribution fee and simply change to another name or 
change only the owner/manager. Again, this situation does 
not signify failure. 
If the small business changes its production and 
alters the data sent to the Central Statistics Bureau in 
Bandung, the previous small business which had operated, 
would be registered by the Central Statistics Bureau in 
Bandung, as a small business failure. In this case, the 
'new' small business would have to pay the contribution 
fee to the other specific trade association which related 
to the 'new' small business operating. So, the small 
business is a 'failure' in the context of this research 
project from a practical point of view in Bandung - West 
Java Province - Indonesia, when all of the following 
conditions apply : 
1. No production and 
2. No selling any more in the main area of 
business, which had been registered in the first place by 
the Central Statistic Bureau in Bandung, and also 
3. No contribution fee to the specific trade 
association relating to the main area of the 
original bus iness. 
In Bandung - West Java Province - Indonesia, 
'failure', may focus on the proprietor. This may be seen 
in a number of ways. 
1. They generally achieved less profit; their 
profit/sales ratio compared to growth performance was 
generally below the average. 
2. They may have required a higher proportion of 
finance to survive, but lacked perseverance in seeking 
finance, or they could not find where to look for 
finance, or they were rejected in seeking finance either 
by bank or other financial sources. Most of them were 
inexperienced in presenting applications for finance. 
3. Also they may have lacked perseverance in 
seeking cheaper raw materials compared to other small 
businesses in the same area. Therefore they tended to 
sell their product more expensively than others. 
4. They were frequently managerially and 
financially unsophisticated and unwilling to seek advice 
from capable persons. Such advice was sometimes difficult 
to obtain. 
5. They may also have lacked perseverance in 
maintaining customers, articularly through both services 
and standards of quality which had been received 
previously by the public. 
6. More serious weaknesses have been noted on the 
demand side. It was clear from the investigations that 
many small businesses were lacking promoting/presenting 
skills for their products or services. They were spending 
large sums on advertising without much result. 
7. It has also been noted that small businesses 
in Bandung - West Java Province - Indonesia, were not 
the only sufferers from inflation and loan interest. Even 
more damaging business funds were used for individual 
purposes rather than for reinvestment in the business. 
8. They lack support from many other sources 
including family, sometimes giving up at the first 
attempt. 
So, a 'failure' focus on the proprietor of small business 
will show at least two of the characteristics which have 
been cited above. 
1.4. REASON FOR SMALL BUSINESS FAILURE 
In determining the rate of business failure (Dun 
and Bradstreet, March 1975,) note five primary causes : 
"Poor management, neglect, fraud, disaster and a 
final miscellaneous category. The U.S. small 
business administration estimates that, by an 
overwhelming percentage, poor management is the 
greatest cause of business failure - nine out of 
ten businesses fail due to lack of proper 
management." 
George W. Rimler and Neil J. Humphreys (1975, p.22) 
say : 
"The problems that plague small businesses and 
contribute to their high failure rates are well 
known. One of the weaknesses that, at first 
glance, appears to be inherent in a small firm is 
the perceived inability to compete in the market 
place for people." 
Many small businesses fail, because the buying public do 
not know their products or services. Many small 
businesses do not realise what the buying public need or 
in simple words, they do not have the managerial skills 
or business acumen. Therefore, before putting products or 
services on the market, it is very important to spend 
sufficient time in planning management techniques. 
Another important type of decision in any business 
is deciding on the nature and scope of the firm. Peter F. 
Drucker (1973, p.649) says : 
"In the first place, (the small business) needs 
strategy. The small business cannot afford to 
become marginal. Yet this is its perennial danger. 
It must therefore think through a strategy which 
gives it distinction. It must speak in biological 
terms, find its specific ecological niche in which 
it has an advantage and can therefore withstand 
competition. This specific niche may be leadership 
in a distinct market, whether it is defined by 
geography, consumer needs, or consumer values. The 
strategy may lie in a specific excellence, such as 
a capacity to give service. Or it may lie in a 
specific technology. . . For the typical small 
business is not 'opportunistic,' it is 
'problematical' - it lives from problem to 
problem." 
Some small business managers/owners run into trouble 
through excessive expenses, poor records, inadequate 
sales, inventory troubles, a bad location and competitive 
weakness. 
"Expenses sometimes run higher than anticipated. 
You may need to plan for inflation, both as you 
start your business and through out its operation. 
But whatever the economic climate, expenses should 
be kept under control. If you misjudge the 
customers' needs tastes, and purchasing patterns 
you may not be able to sell your product. Dry 
seasons, fluctuations in the economy, 
unanticipated action from the competition, and 
inadequate pricing policies may also cut into your 
business. You and your employees should also 
develop effective sales techniques and the 
technical skills for demonstrating equipment. " 
(Church, 1984, p. 41) 
While recognizing the above difficulties, it does appear 
that a useful initial classification of causes of failure 
might be (Berryman, 1982, p. 8) : 
a. Factors exogenous to the business. 
b. Personal characteristics of the proprietor(s). 
c. Management factors (accounting, marketing, 
finance and other endogenous factors). 
1.5. LIMITATIONS OF THE STUDY 
- The time period chosen, for small business which had 
failed during 1983 - 1988 and which started up between 
1983 to 1985 for this research project was determined 
by the availability of data. 
- The geographic area for investigation will be the 'Kota 
Madya Bandung' (Bandung is the Capital City of West 
Java Province). 
- The whole data for small business failures in Bandung -
West Java Province - Indonesia, were collected, 
collated and reported in a uniform way both from the 
statistical report of The Biro Pusat Statistik -
Bandung and The Trade Associations. These were used 
in this research project. 
The following three issues were outside the limits 
of this research project : 
1. Government policies (such as tax holidays), government 
aid and government responsibility for small business 
as well. 
2. Unknown is the background and personality of any-
existing or aspiring small business manager/owner. 
3. Fluctuation in the economic situation in Indonesia 
would probably have had an impact on the small 
business failure, particularly in 1985 - 1986. 
1.6. GENERAL CONTENT OF THIS RESEARCH PROJECT 
Chapter Two covers briefly, small business in the 
free enterprise system. This system provides goods and 
services to people with less government intervention and 
control in the operation of the business than many other 
economic systems. The aim of this chapter is to introduce 
the general economic environment of small business, 
particularly in West Java and generally in Indonesia. 
Chapter Three presents characteristics and 
problems of small business. The researcher believe that 
no one opens a business with the intention of failing, 
yet in the absence of statistics it appears that each 
year over one third of all new small businesses go into 
bankruptcy and are forced to close. Why is it that so 
many small businesses end in failure ? How can the 
chances of failure be reduced and the possibility of 
success incre^^sed ? Some of the problems of small 
business and education for small business as well are 
discussed in this chapter. The aim of this chapter is to 
explain a variety of problems of small business, relevant 
to small business failure in Indonesia. Most of the 
problems then will be explored through the hypotheses 
which are to be tested. 
Chapter Four presents general procedures used in 
the conduct of the study; the questionnaire 
and research methodology, with responses developed 
during this research effort. This chapter is a report on 
the fieldwork and is devoted to analysis of the failures 
of small businesses in Bandung - West Java Province 
Indonesia. 
Chapter Five presents fully interpreted data on 
the failures of small businesses in Bandung - West Java 
Province - Indonesia with the chi square formula and 
discussion. This chapter presents a more quantitative 
analysis of small business failures. 
Chapter Six makes up the final phase of this 
research project containing general conclusions and the 
avenues for further research. 
1.7. PRIMARY RESEARCH QUESTION 
This research project addressed the following 
questions : 
1. Did inadequate start up preparation stimulate the 
biggest cause of the small business failure in 
Bandung ? Such start up preparation may have included 
inadequate investigation of the market, lack of 
simple marketing management skills, and poor choice of 
location, especially for retailers. Failure to seek 
and heed expert advice, and neglecting a proper 
financial feasibility study are other aspects of 
inadequate preparation, and reflect lack of general 
management skills. 
2. Is there any association between attendance or non 
attendance at small business training programs and the 
probability that a small business owner/manager will 
fail in Bandung ? 
3. Did inadequate management information stimulate the 
small business failure as well in Bandung ? This 
inadequacy may have related to book keeping records or 
book keeping reports. In other words, were timely and 
relevant information for management decisions and also 
financial data provided ? 
Chapter Two 
Background on the Small Business Environment 
in Indonesia 
2.1. INTRODOCTION 
The objective of this second chapter is to provide 
insights into and an overview of the current role and 
potential importance of the small business firm in 
Bandung and other cities in West Java Province in 
particular, and in Indonesia in general. It is hoped that 
these insights will encourage further study of small 
business failure and the causes thereof. Little is known 
about nature of small business in Indonesia. This chapter 
may thus have value as a source of data because no 
research has been done previously, particularly on small 
business failures in Indonesia. The record of the 
official statistics is very fragmentary and presents an 
incomplete picture of the actual number of enterprises in 
existence. 
The intentions of both Chapter Two and Chapter 
Three are not to develop a one sided, idealized, or 
indeed, negative, overall picture of the small business 
environment in general in Indonesia. Rather, it is to 
shed light on the societal, social and economic 
contribution which in the best circumstances, a society 
can expect by authorizing and promoting private economic 
activities if this is one of the options; especially to 
open up development opportunities for small business 
activity. 
2.2. THE ROLE OF SMALL BUSINESS IN BANDUNG - WEST JAVA 
PROVINCE - INDONESIA 
2.2.1. THE NUMBER OF SMALL BUSINESS FIRMS AND EMPLOYMENT 
SIZE 
In Indonesia, research into the small business 
sector has been handicapped somewhat by the lack of an 
adequate data base; but government interest in small 
business has been very much intensified, particularly 
since the oil price collapsed in 1986 when prices fell 
from US $28 a barrel to below US $10 a barrel. Until 
1986, when plummenting oil prices unexpectedly brought a 
drastic reduction of revenue, the growth of Indonesia's 
regulated economy depended primarily on government 
spending and the export revenue from oil and gas sales. 
Since then, as revenues have declined, government 
spending in real terms has had to contract in order to 
maintain the balanced budget as demanded by the 
constitution. (Soegito, January/February 1988, p. 2). 
With less money available for the public sector, a 
growth and development vacuum could have occurred. To 
avoid this vacuum, the government began stripping away 
bureaucratic procedures that, in their totality, had 
restrained the private sector from developing as rapidly 
as it otherwise might. In a relatively short time, 
improved economic results were shown by manufactured 
goods and other non oil commodities which became the 
bright performers; ranging from auto parts and machine 
tools, to furniture, textiles, footwear and leather 
industries, fIndonesia Development News. January/February 
1988, pp. 1-2). Small business growth, as the Governor of 
the Indonesian Bank (1988, p.2) said, is "precisely the 
kind of development that the government wishes to 
encourage" In April 1987, when Trade Minister Rachmat 
Saleh announced the formation of The Export Support Board 
for Small Business Sized Indonesian Companies, he 
expected that small business products for export will 
increase a minimum of 10 per cent in 1987 (Indonesia 
Development News. May/June 1987, p.3). Therefore, it 
could be expected that growth of new small business firms 
will continue in Indonesia. 
In Bandung - West Java Province - Indonesia, the 
only available data for this area on small business firms 
is available only from the Central Statistics Bureau of 
Bandung and the Trade Associations. The census data 
presented both by the Central Statistics Bureau of 
Bandung and the Trade Association were very preliminary. 
Therefore this research is undertaken to generate 
additional information especially on the failure rate of 
small business firms in Bandung - West java Province 
Indonesia. 
In Bandung, databases indicate that the vast 
majority (41.8 per cent) of small business as enterprises 
are classified as textiles, clothing, footwear and 
leather industries (extracted from the data of the 
Central Statistics Bureau of Bandung). Thus the small 
business sector is heavily involved in the economic 
sector which is becoming increasingly important to the 
Indonesian economy, particularly the footwear and leather 
industry which operated in the area of Bojongloa 
approximately 4 kilometers from the G,P.0. of Bandung. 
As cited in Chapter One, in Indonesia, the most 
widely used measure of size in small business is the 
number of employees, namely between 5 to 19 employees. 
In relation to this research project (in Bandung city 
West Java Province - Indonesia), there were 1,726 small 
businesses in 1988 (data of the Central Statistics 
Bureau of Bandung). Approximately 70 per cent of those 
employed between 5 and 9 employees emphasizing the modest 
size of most of those firms. Figure 2.1, illustrates the 
small business situation in terms of employees. Table 
2.1. shows the complete number and kinds of small 
business firms in Bandung and includes the number of 
employees in each industry subdivision. 
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Source : extracted from the data of the Central 
Statistics Bureau of Bandung in early 1988. 
Note : X - 5 - 9 employees 
Y = 10 - 14 employees 
Z = 15 - 19 employees 
TABLE 2.1. 
THE NUMBER OF SMALL BUSINESS FIRMS AND EMPLOYEES IN EACH 
KIND OF INDUSTRY SUBDIVISION IN BANDUNG 1988 
1 Industry 
¡Subdivision 
No. of Small 
Business Firms Percentage 
No. of Employees! 
Including { 
Owner - Managers} 
! A . 3 9 4 2 2 . 8 % 3 , 2 4 7 Í 
! B. 7 2 2 4 1 . 8 % 6 , 2 4 9 
¡ c . 1 5 0 8 . 7 % 1 , 1 5 7 Í 
! D . 1 3 4 7 . 8 % 1 , 1 6 9 i 
1 E. 1 1 8 6 . 8 % 1 , 0 8 6 1 
1 F. 3 9 2 . 3 % 3 3 3 1 
! G . 1 1 2 6 . 5 % 1 , 0 4 5 Í 
¡ H . 
1 I. 
5 7 3.3 % 5 0 3 ¡ 
! Total 1 , 7 2 6 1 0 0 % 1 4 , 7 8 9 I 
Source : extracted from the data of the Central 
Statistics Bureau of Bandung in early 1988. 
Note : A = Food, beverages and tobacco 
B = Textiles, clothing, footwear and leather 
C = Wood, wood products and furniture 
D = Paper, paper products, printing and publishing 
E = Chemicals, chemical products, coal, rubber and 
plastic 
F = Non metallic mineral products 
G = Metals, machinery, machine tools 
H = Miscellaneous manufacturing 
I = Basic Metal products 
It can be seen from table 2.1 above, that the 
small business sector in Bandung provides a manageable 
population of small business firms whose characteristics 
should be relatively homogeneous, because of the size 
categories used and which predominantly operate in 
sectors of the economy which are expected to be important 
to Indonesia in the future. It was therefore decided to 
research the failure rate of these firms and the factors 
* NOTE These categories include manufacturing and distribution as these activities are usually 
I carried out integrally in Indonesia. 
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which contribute to that failure rate. 
The following potential contributions of small 
business provide additional justification for examining 
the performance of small firms : 
- Small business firms contribute to society as creators 
for entrepreneurial activities; they provide specialist 
services and products, and generally make a significant 
contribution towards national output and employment. 
(Clapham, 1985, pp.60-62). 
- Focussing on the employment problem, the projected 
increment in the labour force during REPELITA V (The 
fifth Five Year Economic Development Plan, 1988-1993), 
has captured considerable attention. Therefore, 
employment creation is now acknowledged to be the most 
pressing socioeconomic problem which confronts both the 
central government in Jakarta and the local governments 
in each province in Indonesia. (Booth, 1989, pp. 19-20). 
- In Indonesia, every year some 2.4 million new job 
seekers continue to join a labour force that is already 
suffering from serious rates of unemployment and under 
employment. Thus aggregate industrial growth to expand 
employment and business opportunities, must still be 
found. (Hein, 1989, p.125). 
- It was acknowledged that smaller firms are able to get 
into production more quickly than larger ones. Thus a 
flourishing small business sector of the economy is 
more labour intensive than large industries and also 
generates more jobs for the amount of capital invested. 
(Indonesia Development News, March/April 1988, p. 2). 
In recent times, the expansion of the banking industry 
has resulted in greater access of small business to 
finance. This factor should also contribute to the 
development of the small business sector. (Indonesia 
Development News, March/April 1988, p. 2). 
A recognition by medium or large business of its 
dependence upon many small firms. In the Indonesian 
economic system, it is the existence of the large 
manufacturers, that provides the smaller manufacturers 
with many of their opportunities. It is called the 
'Bapak Angkat' (foster father) business system. 
At this point in appraisal of the importance of 
small business, it should be recognised that 
businesses and segments of Indonesian daily 
activities are interdependent. Some small business 
activities must be carried out through medium or 
large enterprises; it would be difficult, for 
example, to have small business 'food and beverages' 
products or small business 'footwear and leather' 
products that are produced and launched in national 
or international markets. 
These normally require resources beyond the 
capability of individual small businesses. On the 
other hand, the mass production system from the medium 
or large business is often dependent on the small 
production plant for supplies and components. 
(Clapham, 1985, pp.62-65). Take the case in Bandung 
itself. Mass produced goods such as shoe factories, 
furniture (especially rattan furniture), and textiles, 
have from a few hundred to several thousand 
materials, indicating that on average each medium or 
large business concern buys materials and parts from 
small businesas firms in hundreds of different kinds 
of business. One large manufacturer, such as 'Industri 
Pesawat Terbang Nusantara ' (Indonesia's State Owned 
Aircraft Manufacturer) require the support of 100 -
200 smaller ones. Having conceded that point, it can be 
said that most activities in the small business 
wholesale or retail sectors can be operated effectively 
and efficiently as small scale units. 
Finally, in order to provide assistance to small 
business firms, particularly in Bandung, there is a 
need to identify the types of problems which they are 
facing in relation to a shift in educational emphasis. 
This assistance can be achieved through a shift in the 
educational emphasis towards the small business sector. 
TABLE 2.2, 
THE AVERAGE NUMBER OF EMPLOYEES OF SMALL BUSINESS FIRMS 
IN EACH INDUSTRY SUBDIVISION IN BANDUNG 1988 
Industry Subdivision"^ Average 
Employment 
A. Food, beverages and tobacco 
B. Textiles, Clothing, footwear and 
leather 
C. Wood, wood products and furniture 
D. Paper, paper products, printing and 
publishing 
E. Chemicals, chemical products, coal, 
rubber and plastic 
F. Non metallic mineral products 
G. Metals, machinery, machine tools 
H. Miscellaneous manufacturing 









Average Employment Per Firm 
Source : 
8 - 9 persons 
Central : extracted from the data of the 
Statistics Bureau of Bandung 1988. 
* See note on Table 2.1 
2.12.2. COMPOSITION AND TYPES OF ACTIVITY FOR A SMALL 
BUSINESS 
When speaking of the composition of small business 
in 16 districts in Bandung City, researchers may refer to 
1,726 small business firms owned and operated by a 
special group of people who see private business 
ownership and operation as an answer to the relative 
importance of the newest concept of self determination. 
That new framework is a private sector which, freed of 
the regulatory burdens that restricted its growth, can 
provide revenue and jobs whilst it reaps the benefits of 
an economic plan that encourages it to do so. (Sumarlin, 
1989, pp.1-4). 
The relative importance of small business, 
however, as noted in table 2.3 below, differs 
considerably from one type of business to another, in 
each district of Bandung City; so also do the long run 
trends in these industries vary. 
TABLE 2,3, 
COMPOSITION OF SMALL BOSINESS FIRMS BY TYPE OF SMALL 
BUSINESS FIRMS AND EACH DISTRICT OF BANDONG CITY IN 1988 
Industry 
Subdiv. 
The District of Bandung City 
Sk¡Cb!Bc! Bj¡Ad i Ce i S jIBwIAa¡Rg i Bn¡Lk J Cn1Bk¡Kc i Cd 
A 8 !10¡64¡ 91138¡19¡ 6 1 9 128122126121119} 61 ¡231 4 
B 3 ! 11128! 139I57I99Í 9 131 1731791471741281 12! !29 1 3 
C 3 ¡ 8¡ 1! 15 ¡ 13 ! 10 ¡ 4 1 11 1 15 1 18 1 7 1 5 1 18 1 21 ! 15 1 5 
D - ¡ 8¡ 4! 91 61 91 2 1 19 1211271 21 81 71 71 ! 51 -
E - ¡ 3¡ 6¡ 19 1 6 1 9 1 - 1 9 1121 61 111 71 91 121 1 Q 1 1 1 -
F 1 ! 3¡ 3! 3 1 11 3 1 3 « _ 1 1 11 21 71 21 41 _ 1 1 ! 61 -
G 1 ' 1 ' 4 ' 1 -L 1 15 1171 6 1 2 1 7 1101 7 1 7 1 41 5 1 9¡ ¡17 1 -H - 1 11 11 1 -L » J- 1 91 71 9 1 3 1 4 1 61 71 11 21 21 li I 41 -
Source : extracted from the data of the Central 
Statistic Bureau of Bandung 1988. 
Note : Sk - Sukasari Cb = Coblong 
Be r Babakan Ciparay Bj = Bojongloa 
Ad — Andir Cc = Cicendo 
Sj - Sukajadi Bw = Bandung Wetan 
Aa — Astana Anyar Rg = Regol 
Bn — Batu Nunggal Lk = Lengkong 
Cn r Cibeunying Bk = Bandung kulon 
Kc r: Kiaracondong Cd = Cidadap J 
A, B . .. H, please refer to the classification 
in table 2.1. 
Despite the growing concentration of power in 
manufacturing both in the area of Bandung City and the 
area or Regency City of Bandung, there are still many 
opportunities in which the small business firms can grow, 
particularly in supplying components to the larger 
manufacturers. (Soegito, 1988, p.2). Opportunities also 
exist on a smaller scale in the local consumer markets 
around each regency of Bandung itself. 
(Note : The Regency City of Bandung is a separate area 
from the city of Bandung). 
Some of the more common examples of local 
manufacturing are : bakeries, pastries, iron grating, 
clothes and processed dairy products such as crackers, 
soybean curd (tofu) and fermented soybean. These are the 
ubiquitous industries present in every community, that 
provide needed products for local consumption only. As 
the community grows, so also do the opportunities for the 
small local manufacturer. Thus, small business 
manufacturers in Bandung today are mainly following one 
of two routes : the first is that of producing goods for 
other manufacturers and the second is that of 
manufacturing for local consumer markets. 
The largest percentage of all small firms, in 
Bandung are retail stores. This is shown in table 2.4. 
TABLE 2.4, 
SMALL BUSINESS IN BANDUNG 1988 











Source : extracted from the data of the Central 
Statistics Bureau of Bandung 1988. 
Small retailers are to be found for every type of 
product, perhaps because more people feel competent to 
attempt independent firm ownership as retailers and all 
retail firms usually buy their products from wholesalers 
or other distributors in final form for use by the 
consumer. (Hodgetts and Kuratko, 1986, p.6). 
In this situation, the function of retailers is : 
to give these products place utility. That is, the aim is 
to add to their value by making them available to 
consumers at a location. (Steihoff and Burgess, 1986, 
p. 12). Also "a major requirement for customer 
satisfaction is having the right merchandise 
available at the right time. In this respect, the 
retail merchandising activity is not only crucial 
for day to day sales, but for long run suvival as 
well." (Staples and Swerdlow, 1978, p.6) 
Typical retail establishments in Bandung, include eating 
and drinking establishments, book stores, cassette 
recorder stores, furniture stores and pharmacists. 
According to the data of the Central Statistics 
Bureau in Bandung, small business firms also flourish in 
wholesaling, representing 29.43 per cent of all small 
business firms, particularly along Cibadak, Jendral 
Sudirman and Pajagalan street. Usually one wholesaler 
handles a range of products for the convenience of their 
retail customers. 
The service businesses in Bandung, offer many 
different kinds of services to consumers as well. Usually 
they are staffed by technically trained people with 
specific skills for hire. Most of the common types of 
service establishments perform work on goods owned by 
the customer or the client; for example : motorcar 
service, motorbike service, refrigerator service, shoe 
repair, watch service and also repairing electronic sets 
such as TVs, radios, stereos, computers and other 
electronic machines. 
The growth of the service industry has been 
strong. One reason for this growth has been an increase 
in the purchasing power of the average consumer. For 
example, as the number of families where both spouses 
work increases, so does the demand for services. Until 
quite recently, housecleaning services were used 
primarily by the rich families, but now the demands have 
moved housecleaning services from a luxury category to a 
necessity for working families, especially in the big 
cities like Jakarta, Surabaya, and Bandung. 
Another reason for the growth of the service 
industry is the gradual change in Indonesian society, 
with increasing amounts of both leisure time and 
disposable income available to most individuals. People 
are fishing or relaxing during their leisure time in 
places which are far from the daily busy activities in 
the big city. This has led to the prospering of service 
industries such as : motor transportation charter, travel 
agencies, recreational services and small resort hotels. 
This sector should experience continued growth and 
vitality in the future, especially in terms of generating 
more employment. 
2.3. THE ROLE OF SMALL BUSINESS IN OTHER CITIES, IN WEST 
JAVA PROVINCE - INDONESIA 
2.3.1. THE NUMBER OF SMALL BUSINESS FIRMS. 
Throughout the last decade as unemployment has 
risen rapidly in Indonesia, there has been a growing 
concern about the contraction of employment in the 
regions and the inner cities. The Indonesian government 
(since 1986), as a starting point for its new economic 
policy, stressed from the outset the need for more 
liberal economic relations with other countries; the need 
to encourage the small business economic sector and the 
need for creating jobs. (Indonesia Developmen-t News. 
July/August 1989, pp.2-4). Given the wide agreement on 
the importance of developing policies which will 
encourage employment creation in small business firms, it 
is important to understand the nature of the problems in 
this sector which might inhibit the attainment of this 
goal. (Indonesia Development News, March/April 1988, 
pp.1-4). 
It is in this context that there has been a 
growing interest throughout West Java Province, in the 
role that small business firms might play in stimulating 
the economy and increasing employment. The scattered and 
underdeveloped small business sector in other cities in 
West Java Province, indicates the potential role of small 
business firms in economic development and employment 
generation, particularly in West Java Province which has 
a projected increment in the labour force of almost 1.9 
million during 1988 - 1993 (Booth, 1989, pp. 19-20). Also 
the historical and cultural links between the cities in 
West Java Province because of Sundanese race background, 
and the common experience of the decline of government 
sugar plantations and government rubber plantations as 
the driving force of the local economy, creates similar 
experiences across the province of high regional and 
urban unemployment; it makes the need for improved small 
business performance more significant. 
TABLE 2,5, 
THE NUMBER AND KINDS OF SMALL BUSINESS FIRMS IN WEST JAVA 
PROVINCE - INDONESIA 1988 
(EXCLUDING THE BANDUNG CITY) 
1 Industry ^ 
I Subdivision 






¡Food, beverages and tobacco 6,360 40.2 % ¡ 
¡Textiles, clothing, footwear 1 » 
¡and leather 2,795 17. 8 % ¡ 
¡Wood, wood products and 1 1 
¡furniture 2,074 13. 1 % ¡ 
¡Paper, paper products, printing 1 1 
¡and publishing 215 1. 4 % ¡ 
¡Chemicals, chemical products, i 1 
¡coal, rubber and plastic 401 2.5 % ¡ 
¡Non metalic mineral products 3,056 19. 3 % ¡ 
¡Basic metal products - - I 1 
¡Metal, machinery, machine tools 614 3.9 % ¡ 
¡Miscellaneous manufacturing 288 1.8 % ¡ 
¡Total 15,803 ¡ 100 % ¡ 
Source : extracted from the data of the 
Statistics Bureau of Bandung 1988. 
Central 
2.3.2. COMPOSITION OF SMALL BUSINESS IN WEST JAVA 
PROVINCE 
Table 2.6. provides a breakdown of the composition 
of small business firms by type of small business firms 
and by each of the cities of West Java Province in 1988. 
The most common kinds of small business firm activity in 
West Java Province was found to be food, beverages and 
tobacco industries, particularly food and beverages 
industries. That is the most popular way to start in 
small business activity, especially in the Regency City 
in West Java Province. Approximately between 30 per cent 
and 76 per cent of small business firms from each 
regency city in West Java Province concentrate in these 
areas of industry, except the Regency City of 'Bandung' 
(Kabupaten Bandung) and the Regency City of 'Tasikmaiaya' 
(Kabupaten Tasikmaiaya). In both of them there is more 
activity (nearly 76 per cent) in the areas of textiles, 
clothing, footwear and leather industries. Another 
exception is in the Regency City of 'Purwakarta' 
(Kabupaten Purwakarta), where nearly 60 per cent of 
small business firms concentrate in the area of the non 
metallic mineral products industry. 
TABLE 2.6, 
COMPOSITION OF SMALL BUSINESS FIRMS BY KIND OF SMALL 
BUSINESS FIRMS AND BY EACH OF THE CITIES OF WEST JAVA 
PROVINCE IN 1988 






B D G H 
Kabupaten 
(Regency) 
Pandeglang 104 1 21 1 4 17 4 1 1 
Lebak 87 2 16 3 33 47 2 36 ! 
Bogor 490 460 111 17 80 306 106 9 ! 
Sukabumi 399 25 229 9 45 191 52 54 i 
Cianjur 432 20 98 7 51 59 3 17 { 
Bandung * 646 1,038 190 26 44 481 79 34 ! 
Garut 316 90 52 9 8 153 23 1 1 
Tasikmalaya 373 598 373 17 21 138 52 13 1 
Ciamis 294 18 111 5 11 107 10 5 1 
Kuningan 105 7 35 5 4 46 28 1 ! 
Cirebon 661 188 147 7 4 110 19 14 I 
Majalengka 331 35 183 7 - 245 47 4 ! 
Sumedang 205 9 154 5 6 36 15 47 ! 
Indramayu 335 19 26 5 - 38 5 17 ! 
Subang 208 1 34 2 - 57 4 2 1 
Purwakarta 96 1 43 3 15 230 3 2 ! 
Karawang 300 10 43 8 - 159 30 1 I 
Bekasi 188 16 44 5 7 259 26 6 ! 
Tangerang 278 194 67 23 43 153 68 16 1 
Serang 254 5 36 9 3 199 6 2 ; 
Kotamadia 
(City) 
Bogor 84 I 35 1 22 9 1 8 ! 9 ! 6 ! 4 ! 
Sukabumi 60 ! 11 ! 12 12 ! 5 1 7 1 9 
1 _ 1 1 1 
Cirebon 114 1 12 ! 27 21 : 9 ! 9 : 17 ! 2 1 
Total 6,360 !2,795 12,074 ! 215 1401 !3,056 I 614 ¡288 ! 
Source Central extracted from the data of the 
Statistics Bureau of Bandung 1988. 
* The Regency City of Bandung are different places with 
The city of Bandung. 
Note A, B 
table 
H, please refer to the classification in 
2. 1. 
2.4. CONTRIBUTION OF SMALL BUSINESS FIRMS IN INDONESIA 
The Indonesian Executive Director of National 
Development Information Office says: "The astounding 
success of of The United States of America economy in 
creating jobs, for example, is due primarily to the 
proliferation of small and medium sized enterprises". 
(Soegito, 1988, p. 2). Take the case of Indonesia. As the 
result of a radical restructuring of Indonesia's economy, 
accelerating long debated moves towards deregulation and 
debureaucratization, the small business sector is 
becoming very important and that expansion is being 
counted on to provide new jobs, and to provide the 
government with new tax revenues, offsetting revenues 
particularly lost due to the weakness in the petroleum 
market (Indonesia Development News. March/April 1988, 
pp.1-4). 
TABLE 2.7. 
COMPARING THE NUMBER OF SMALL BUSINESS AND POPULATION 
: 
: Number of Small : 
: Business Firms : 
Population : 
: Bandung : 1,726 * 1,397,583 + : 
: West Java 17,529 * 30,705,429 + : 
: Indonesia : 94,504 + 175,589,000 + : 
Source : * extracted from the data of the Central 
Statistics Bureau of Bandung 1988. 
+ extracted from the Statistical Year Book 
of Indonesia - The Central Statistics 
Bureau of Indonesia 1988. 
There was less attention 'to keeping in touch' with the 
small business sector when oil and gas revenues 
constituted almost 70 per cent of the government purse. 
Now, the impact of changes in Indonesia's economic 
climate can be felt in the small business sector. 
Recently, The Export Support Board for small business in 
Indonesia was established. It could be seen that 
Indonesia began to be serious about small business firms. 
One Export Support Board program is to enable small 
business firms to procure expert advice in such areas as 
management and marketing, so they can inaugurate or 
expand export activities. Examples of such concrete 
support include : market research, promotion, product 
design and packaging, cost accounting and pricing, and 
the investigation of credit facilities (Indonesia 
Development News. May/June and July/August 1989, pp.1-4). 
So today, the significance of the small business firm in 
the Indonesian economy starts playing an important role 
that goes beyond numbers, consider the following 
contributions. 
On the other hand, the importance of competition 
in the Indonesian economy cannot be denied. Competition 
appears in many forms, such as : price, warranty, after 
sales service, credit terms, free delivery, sample, free 
installation, advertising and so forth. Basically, small 
business firms compete among themselves, and also 
sometimes with medium and large businesses, both private 
and government. However, competition provides an outlet 
for each individual's creative impulses and abilities. 
Within a free enterprise system, competition is created 
by people willing to establish a new enterprise in a 
market where business opportunities exist (Meredith, 
1988, p. 19). It is the best way for the Indonesian 
economy to remain dynamic and to stimulate a continuous 
stream of new ideas. 
In Bandung itself, some small businesses are 
discovering and bringing to the market, new services or 
new products and ideas is truly remarkable. Among the 
more notable services or products for which small 
business can be credited are the following : 
- rented out plants including a full service each 
day; 
- rented out aquariums with tropical fish and includes 
a full service twice a week. 
The competition among services like the above is usually 
not based on price, but on quality and professionalism. 
As Chaganti and Chaganti (1983, p.49) says : "One of the 
most important determinants of small business 
profitability is innovation on the part of management and 
employees" and also "The cost of buying professional 
services outside the firm is compared with the 
cost of having company people do thera, and the 
demand for professional services is often 
inelastic if the supplier has a unique product, 
and the supply may be fairly inelastic, too". 
(Carthy and Perreault, 1987, p.234). 
2.5. SUMMARY. 
It is apparent that the role and economic 
importance of small business firms has probably increased 
over the last 2-3 years. There has been increased 
attention to small business firm activity both by local 
government and central government in Jakarta - Indonesia. 
The increase of small business firms may be allied 
to the changing pattern of ownership of Indonesian 
business and increases in both aggregate and market 
concentration. The amount of economic activity 
associated with small business firms varies from industry 
to industry, whilst several industries appear to have 
witnessed an increase in the number of small business 
firms, and others in the number of employees. 
However, this leaves serious question relating to 
strategies adopted by small business owner(s) or 
manager (s) to face or adapt to the new raarke^ 
environment. To what extent are the attention of small 
business firm activity or continued increase of small 
business firms, related to endogenous factors specific to 
individual firms themselves or determined by exogenous 
constraints ? It is to an examination of these questions 
that the next chapter (Chapter Three) is now directed. 
Chapter Three 
The Nature of Small Business Problems 
in Bandung - West Java 
3.1. INTRODUCTION 
In many South and Southeast Asian Countries. as 
indeed in Indonesia, in spite of the influence of small 
enterprises on social and economic development, this 
sector of the economy and the possibilities of promoting 
it have not yet been intensively examined (Clapham, 
1985, pp.6-14). 
"Until now, even Chambers of Commerce and 
Industry, Associations and guilds have failed to serve 
as a useful source of information, and they have not 
been systematically used as such, because they have not 
sufficiently realized their potential role as 
distributors of information." (Clapham, 1985, p.78) 
The objective of this chapter is to provide in 
general a conceptual model of small business management 
in Indonesia ; to assist in identifying appropriate 
issues to be examined in relation to the failure of small 
business firms in Bandung - West Java province in 
particular. This discussion of the major issues, is then 
followed by the development of hypotheses which 
represent the small business situation in Bandung - West 
Java province in particular and in Indonesia in general. 
The actual testing of the hypotheses is dealt with 
chapter 5. However, due caution must be observed 
concerning the validity of generalization throughout 
Indonesia, because the hypotheses are tested on data 
from the Bandung City only. 
Ideally the model should be outlined by drawing on 
previous research on Indonesian small business and also 
on small business texts written by and for Indonesians. 
A search has been undertaken at the following libraries 
at universities, institute or academy teaching business 
and commercial topics. These include : 
^ Padjadjaran University (Government University) 
Bandung Institute of Cooperation (Government Institute) 
^ Parahyangan University (Private University) 
^ Bandung Raya University (Private University) 
^ Bandung Accountancy Academy (Private Academy) 
* Open University (Government University) 
This research revealed very little material on this 
field. However some institutions offer short courses for 
small business people (please refer to sub chapter 
3.3.10., p.91). 
In Australia, there is a limited literature on 
Indonesian small business, and that literature is 
insufficient to provide a basis for this research 
project. Thus use was made of material from the United 
States of America and European sources, to complement the 
Australian literature in order to establish a conceptual 
framework. Textbooks and also research to date have 
predominantly focused on Western economies or have been 
written by Western authors. But in drawing upon such 
foreign literature, researchers must always consider 
whether this material is likely to be appropriate and 
relevant to the Indonesian small business firm. An 
attempted was made to build up a conceptual framework 
which is adapted to the conditions applying in Bandung -
West Java province and Indonesia. 
3.2. THE PROBLEMS ASSOCIATED WITH FINDING THE CAOSES OF 
SMALL BUSINESS FAILURE IN AUSTRALIA AND U.S.A. 
Initially the most readily available data on the 
cause of small business failure were obtainable in 
Western literature. This caused certain expectations 
which required verification in the Indonesian experience. 
A survey in The United States of America found 
(Bureau of Business and Economics Research, 1963, p. 11) 
that marketing and finance, not production are the weak 
points. 
Experienced small business consultants in The 
United States of America, stated in 1977 (Said and 
Hughey, 1977, p.39) that over 80 per cent of small 
business failures stem from conditions which with better 
record keeping would have been signalled early enough for 
corrective measures to be taken. The main problem in 
record keeping facing many firms is a complete lack of an 
organised information system. Still other firms have some 
form of financial records, but they lack the detail 
necessary for managerial decision making and for 
reporting the firm's liquidity position. 
Causes of small business failures have not changed 
much over the years, says Sondeno (1985, p.18), Just 
after the turn of the century, Bradstreet's Commercial 
Agency offered the following as the causes of business 
failures : lack of capital, incompetence, fraud, 
extravagance, speculation, unwise credits, and 
competition. According to the Small Business 
Administration in The United States of America, operator, 
owner, or management error is the cause of approximately 
90 per cent of all business failures. The other 10 per 
cent includes economic conditions, fraud, neglect and 
disaster. 
In The United States of America, Dun and 
Bradstreet data shows that 47.8 per cent of all failed 
small businesses were less than 5 years old (Storey, 
1982, p. 39). The Service Corps of Retired Executives 
(SCORE), a group of retired business executives who 
perform the public service of aiding and advising small 
business managers, has estimated that around 400,000 
small business firms go out of business each year in The 
United States; and 100,000 of these fail in the first 
year of existence. They also identify the causes of 
failure, in descending order as : 
1. Lack of business records. 
2. Lack of business experience. 
3. Insufficient stock turnover. 
4. Uncollected accounts receivable. 
5. Inventory shrink age. 
6. Poor inventory control. 
7. Lack of finances. 
8. Improper mark up, and 
9. Lack of sales. 
Other studies of the behaviour of people who 
choose careers in small business show that, all too 
often, failure results from one or more of the following 
weaknesses • 
1. Too much was left to chance. 
2. Too many decisions were made by hunch or through 
intuition. 
3. The crucial obstacles went unnoticed. 
4. The amounts of time and physical effort demanded of 
the small business manager were not recognized and 
planned for. 
5. The amount of capital required was not determined, or 
as is more often true, was grossly underestimated. 
(Tate, Megginson, Scott, Trueblood, 1985, pp.10-11). 
In Australia, several recent studies have assisted 
in increasing public awareness of the small business 
failure rate. For example. In August 1980 The Australian 
National Times reported, half of all small businesses 
fail within the first two years and 80 per cent within 
the first five years (Holmes and Nicholls, 1990, p.13), 
Fargher's research (1971, p.241), results from a 
sample of 738 small manufacturing business in New South 
Wales - Australia shows the greatest problems were in the 
area of sales and marketing particularly competition, 
employees, finance and production. 
Bailey and Royston (1980, p.32) found that 
staffing problems which include recruitment, training, 
management and motivation of staff; constitute the 
biggest group of problems within Australian small 
business. Lack of customers (which represents 14% of all 
responses), inflation/cost control, competition and lack 
of funds are the next most frequently faced problems. 
Williams (1982, p.42) has found that from 4,130 
small business failures in Australia, inadequate records 
are statistically associated with high incidence of 
failure, as an 81.8 per cent failure rate among firms 
keeping inadequate records indicates. From other 
Williams' studies of 13,780 small business startups in 
Australia for the years 1973 to 1985 have shown that 
about 32 per cent of new small business firms failed 
within the first year, 16.5 per cent in the second year, 
13 per cent in the third year, 7 per cent in the fourth 
year and about 5 per cent during the fifth year; and the 
major reasons for failure of small business firms in 
Australia are, in order : 
1). Financial management and liquidity problems. 
2). Management inexperience and incompetence. 
3). Problems coping with inflation and other economic 
conditions external to the firm. 
4). Poor and non existent books and records. 
5). Sales and marketing problems. 
6). Staffing. 
7). Difficulties with unions. 
8). Failure to seek and use expert advice. 
(Reynolds, Savage, Williams, 1989, pp.23-27). 
In a paper delivered in May 1982 at the small 
business research conference convened by the Institute of 
Industrial Economics, University of Newcastle 
Australia, J.Berryman (1982, pp. 1-17) summarised the 
reason for failure cited in the literature by writers and 
researchers. These were based upon empirical research, 
the experience of practitioners, or the views of 
commentators. Table 3.1 summarises her findings, and 
figure 3.1 below provides a classification of the 
causes, 
FIGURE 3.1. 
Causes of Small Business Failure 
I I ' 
Management inefficiency Exogenous Behavioural aspects 





Table 3.1 was prepared to discover what was cited by-
various authors as reasons for failure of small firms, 
though they may not have used the term 'reason for 
failure'. The items have been grouped as follows : 
Group 1 : Accounting 
Group 2 : Marketing 
Group 3 : Finance 
Group 4 : Other endogenous areas 
Group 5 : Exogenous factors 
Group 6 : Behavioural aspects of the small businessman. 
All of the items in the groups are commonly referred to 
in the literature as 'causes of failure', 'reasons for 
failure' or 'pitfalls'. 
In late 1984, Peacock (1985, p.79) undertook 
research into an important segment of small business 
failures in South Australia. His research provides some 
detailed breakdown of 'management inefficiency', and it 
can be seen from table 3.2 that 33.1 per cent of causes 
are shown as 'other', this includes many very general 
comments such as 'poor management'. 
REASONS FOR FAILURE 
TABLE 
OF SMALL FIRMS BY VARIOUS AUTHORS 
Groop I: 
Credit Hanageient 
Control of Account Payable 
Inventory Control 
Adiinistration of Fixed Assets 
Cash FIOH Analysis, Liquidity 
Working Capital Analysis 
Budgeting for Growth 
Heavy Operating Expenses 






Lack of Initial Capital 








Deficiency in Accounting Knouledge 
Lack of Management and 
Financial Advice 
Lack of Managerial Experience 
Personal Probleos 
Absence or Inadequacy of Board 
of Directors Function 
Group 5: 
Econofflic Conditions 
Seasonal Conditions, incl. 




Problems with Delegation 
Reluctance to seek Help 
Excessive Optimism 
(Jniiare of Environment 
Inability to Adapt to Change 
Thinness of Management Talent 
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Source: Berryman, J., Small Business Bankruptcy and Failure, A Survey of Literature, p.9. 
TABLE 3.2, 
CAUSES OF FAILURE OF FAILED COMPANIES (i) 
Causes No. (ii) % ! 
I. Management inefficiency 
Inadequate or no accounting 25 (4.6){ 
records 
Inadequate sales 10 (1.9) i 
Marketing deficiencies 27 (5.0) ! 
Lack of finance 90 (16.6)! 
Competitive weakness 65 (12.0)! 
Operating problems 6 (1. 1) ! 
Under estimating 15 (2.8)! 
Personal problems 22 (4. 1) 1 
Other (iii) 179 (33.1)! 
439 81.2 ! 
II. Exogenous factors 
Economic conditions 43 (8.0) i 
Seasonal conditions 11 (2.0) i 
Fraud 24 (4.4) ! 
78 14.4 I 
III.Behavioural aspects 5 .9 1 
Failure of associated companies 19 3.5 ! 
541 100.01 J 
Source : Peacock, R.W., June 1985, p.83. 
Note : (i) More than one cause was stated in a 
number of cases. 
(ii) Reasons were found in 86 Cr.vol.files and 
409 court files. 
(iii) Includes 'poor management' 146, 'problems 
with suppliers' 12, 'poor workmanship' 7. 
The Annual Australian Bankruptcy Reports 
(Australian Parliaments, 1987) list the major and 
contributing causes of bankruptcies administered by 
official receivers. Table 3.3 below lists the factors 
attributed to bankruptcies in Australia for the year 
1983-1984 to 1985-1986. Management inexperience was 
listed as a major cause of total bankruptcies for the 
three year period covered. 
TABLE 3.3. 
CAUSES OF BUSINESS BANKRUPTCIES, ADMINISTERED BY OFFICIAL 
RECEIVERS FOR THE PERIODS 1983-1984, 1984-1985, 1985-1986 
1983-84 1984-85 1985-86 
M C M C M C 
cause cause cause cause cause cause 
A 237 179 262 94 268 136 
B 547 227 374 155 322 132 
C 17 30 15 50 16 24 
D 410 285 247 142 276 123 
E 44 29 18 19 49 32 
F 74 113 40 67 48 90 
G 40 28 47 16 46 21 
H 70 31 62 28 50 28 
I 5 8 11 5 11 -
J 108 99 67 56 99 60 
K 92 66 141 60 174 65 
Total 1,644 1,095 1,284 692 1,359 711 
Source : Australian Parliament (1987) in Holmes and 
Nicholls, 1990, p.17. 
Note : M cause = Major cause. 
C cause = Contributing cause. 
A = Lack of sufficient initial working capital 
B = Lack of business ability, acumen, training 
or experience resulting in such matters as 
under-quoting, mistakes in estimating, 
lack of supervision and failure to assess 
potential of business or to detect 
misrepresentations. 
C = Failure to keep proper books of account 
and costing records. 
D = Economic conditions affecting industry 
including competition and price 
cutting, credit restrictions, fall in 
prices, increases in charges and other 
overhead expenses, high cost of repairs 
and maintenance of equipment and changes 
in the character of business location (by-
pass roads). 
Seasonal conditions including floods and 
droughts. 
interest payments on hire 
and loan moneys and capital 
losses on repossessions. 
Inability to collect debts due to 







H = Excessive drawings including failure to 
provide for taxation either personal or 
wage tax deductions. 
I :: Gambling or speculation. 
J = Personal reasons including ill health of 
self or dependents, domestic discord and 
other personal reasons. 
K = Other business reasons or reason unknown. 
Research by McKenna, Harrington, Lowe and Tibbits 
(1989, p.95) shows that the most significant causes of 
small business failure in New South Wales - Australia 
are : * High gearing / under capitalised / liquidity. 
* Management incompetence. 
Poor production control. 
Besides that, in that research, respondents were 
asked to rank the major functional areas in order of 
importance as a cause of small business failure or 
decline for the last 2 financial years. The results in 
table 3.4 below show little significant movement between 
1987/1988 and 1988/1989 and the ranking of importance has 
not altered. 
TART.E 3.4. 
REASONS FOR FAILORE/DECLINE IN ORDER TO IMPORTANCE 
1987/1988 1988/1989 
Area (N=10) Rank Mean Rank Mean 
Financial 1 1. 4 1 1. 1 
Personnel 2 2.5 2 2.9 
Production or Operation 3 3.3 3 3.2 
Marketing 4 3.6 4 3.5 
Technical or R & D 5 4.2 5 5. 1 
Purchasing 6 4.9 6 5.2 
Source : McKenna, Harrington, Lowe and Tibbits 
1989, p.135. 
Further ranking in table 3.5 below is supported by the 
respondents answers, where they were asked to rate the 
importance of a number of components considered 
contributing to decline and/or failure. 
TABLE 3.5, 
COMPONENT CAUSING FAILURE/DECLINE 
Component (n=10) Mean rating * 
Personnel 
Over Staffing 2. 8 
Incompetence (top man) 4. 7 
Incompetence (middle man) 3. 3 
Poor Labour Relations 2. 2 
Marketing 
Competition 3. 6 
The Overall Economy 3. 1 
Obsolete Products 3. 1 
Production/Operation 
Poor Facilities 2. 7 
Poor Planning 3. 8 
Poor Control 4. 1 
Purchasing 
Loss of major Supplier 2. 4 
Cancellation of Licence 2. 1 
Purchase of the wrong 
Products 2. 1 
Excessive Purchases 3. 0 
Financial 
High Gearing 4. 9 
Under Capitalised 4. 9 
Excessive Growth 3. 8 
Liquidity 4. 6 
Bad Debts 3. 0 
High Interest Rates 4. 1 
Other 
Fraud 1. 9 
Fire, Flood etc. 1. 4 
Excessive drawings 2. 9 
Bad luck 1. 8 
Source : As for table 3.4. 
Note : * 1 = not important. 
5 = very important. 
The Standing Committee (Beddall MP., 1990, 
pp.xvii-xix) on Industry Science and Technology in 
Australia concludes, that : 
"The failure rate in small business is a matter 
of concern. The Committee is also concerned at the 
finance problems experienced by small business and 
the lack of business training undertaken before 
people commence small businesses. The high 
incidence of small business failures is often seen 
as a serious waste of resources. The high closure 
rate may, to an extent, be the price to be paid 
for the dynamism and vitality which small business 
contributes to the economy." 
3.3. THE EXPECTED NATURE OF PROBLEMS OF SMALL BUSINESS IN 
BANDUNG - WEST JAVA PROVINCE - INDONESIA 
Sanyoto Sastrowardoyo (1989, p. 1), Chairman of The 
Investment Coordinating Board (BKPM) suggested that there 
are numerous problems associated with going into small 
business in Indonesia and that many of these businesses 
fail. The media frequently blame competition or multi 
national corporations for the failure of small business 
firms in Indonesia. Western experience, detailed 
investigation and research both in Australia and overseas 
have concluded that management is the major factor 
leading to small business failure (Meredith, 1988, p.41). 
The Dun and Bradstreet organisation in The United States 
of America, regularly analyses causes of small business 
failure and continues to come up with the response that 
poor management is the critical factor. Those who fail, 
do so quickly - 50 per cent fail within five years (Dun 
and Bradstreet, 1971, p.10 and more recent data cited in 
Pickle and Abrahamson, 1984, p.23). Williams (1987, 
pp.215-216) shows similar results in Australia. 
For this research project, it was necessary to 
identify small business problems or difficulties which 
always appear and the owner(s) or the manager(s) will 
have to face. Western experience, has identified some 
major problems or difficulties associated with going into 
small business. These problems include : lack of 
planning, competitive weakness, problems of employing 
people, poor pricing policy, the wrong location, 
borrowing money, lack of marketing orientation, record 
keeping problems, lack of consulting advice, lack of 
experience in the line, poor credit granting practices, 
inadequate sales, insufficient starting capital, cash 
problems, and lack of managerial experience (Said and 
Hughey, 1977, pp.37-42) (Albert, 1981, pp.23-33). 
From the point of view of Indonesia, specific 
circumstances apply. Clapham (1985, p.110) suggests 
particular emphases. 
"A total lack of, or only limited knowledge, can 
be identified in areas such as bookkeeping, 
costing, financing, warehousing and stock control, 
production scheduling, quality control, sales and 
marketing, and personnel management. " 
Clapham referred to Indonesia and Malaysia in particular. 
3.3.1. PLANNING PROBLEMS 
Anderson (1979, p.8) says : "In this competitive 
arena (small business), a manager who has not planned for 
success has, by default, planned for failure. Time in 
planning is not wasted. It may well lead to the right 
decisions and courses of action, instead of possible 
disaster by simply jumping in and doing." 
In terms of planning, Steinhoff and Burgess (1986, 
p.45) have suggested that the most important thing in 
planning a new small firm is that all phases of its 
operations must be considered. Chances of success for 
any new small business firm are greatly increased when 
attention is first directed to a comprehensive small 
business plan. Mistakes in planning, can cause severe 
handicaps from which a new firm may never recover. For 
example, planning in relation to the product or service, 
that small businessmen are going to sell must be aware of 
certain factors. These include : 
* Is there a similar product already on the market, or is 
someone already performing this service ? 
Is the product a copy of, or a similar design to 
someone else's ? If so, this may be in breach of a 
copyright, design, trademark or patent. If there is 
something special about the product, it may need to 
be protected by for example, a patent. 
* Is a manufacturing process involved in the business 
operation ? Will any engineering, service, or 
production support be needed ? Would it be better to 
have an outside firm manufacture the product ? Will 
they have to provide a warranty for their product ? Do 
they need a licence to manufacture or sell their 
particular product or service ? Finally, do they have 
a market ? 
* It is likely that initially the business will be 
restricted to one particular city or suburb. 
The business will need to find out as much as possible 
about the population and the other business 
activities in that particular location, in order to 
determine whether there will be a market for the 
product and what the competition is. 
* Is there a trade association which deals with the 
product or service which will be offered ? 
(Commonwealth Bank of Australia, pp.6-7); (Redinbaugh 
and Neu, 1980, pp.4-5). 
Further Information and Sources of Advice : 
* Local KADIN Kamar Dagang Indonesia (Indonesian 
Chamber of Commerce). 
* Trade Associations. 
* The Central Statistic Bureau of Bandung. 
^ Local Council of Bandung. 
* Local University or Academy (such as : Faculty of 
Economy, Padjadjaran University; Faculty of Social and 
Political Sciences, Business Administration Department, 
Parahyangan University,; and Indonesian Cooperation 
Institute). 
3.3.2. COMPETITION PROBLEMS 
Practically all business enterprises in a market 
economy face competition. Dyer (1989, p.36) says : "In 
business, your competition is your enemy : either you 
beat them or, slowly but surely, they'll beat you i" As 
Brannen (1978, p.214), points out : the competitive 
environment refers to the nature and intensity of those 
firms which are seeking to satisfy the wants and needs of 
the same target markets. Therefore, it can be said that 
the particular structure of business competition is 
complex. In terms of dealing with competitors (English, 
1986, p.5), suggests that too many small business firms 
try to handle competition by cutting prices. Generally 
they end up by cutting quality or service, and eventually 
eliminating profit. On the other hand, Brannen (1978, 
p.34) claims that actually, competition does not always 
mean price competition. Other forms of competition such 
as : product, place, promotion, and people, can be found. 
One particular problem for small business firms is 
represented by unfair competition. If large firms 
deliberately undercut prices in order to oust other firms 
from the market this can become a ruinous competition 
policy. Another instance of unfair competition is product 
imitation by other firms, even by large businesses 
(Clapham, 1985, pp.99-100). In fact, it is difficult to 
protect new products and production processes. Therefore 
imitation can cause serious financial loss to the first 
inventor or user (Clapham, 1985, pp.100-101). 
In connection with competition against the large 
firms, Tibbits (1985, p.9) notes that 
"The small business firms have had to take 
advantage of their lower overheads, their closer 
proximity to their market (which tends to be 
localised), and their ability to modify their 
product and their production schedule to suit 
individual customers. They also select products 
whose demand is considered too small to warrant 
attention from the large firms." 
In terms of competition, small business firms must 
plan their competitive strategy around such question as 
these. 
* How strong is the competition ? 
* Which competitive tools, such as : low price or 
extra services, are likely to be used by various 
competitors ? 
* Is the industry monopolistic, oligopolistic, highly 
competitive, or what ? 
* What is the indirect competition ? 
* What new competition can be expected as a result of 
innovations in technology or distribution ? 
(Brannen, 1978, pp.33-34). 
Another important aspect of potential competition 
is the possibility that the former owner might be tempted 
to set up a new firm with an almost identical name in the 
same line of small business as the one just sold. The 
fact that this is plainly unfair would not deter some 
people, so the contract of sale needs to take this into 
account (Morris, 1984, p.91). 
Further Information and Sources of Advice : 
* Marketing consultants. 
* Market research firms (such as those in yellow pages 
telephone listing). 
3.3.3. EMPLOYING PEOPLE 
People are the most valuable resource in any 
business. This is especially true in the case of a small 
business, because there are fewer people involved. 
Special attention must therefore be given to those 
aspects of management which affect the people in the 
business. Perhaps the primary reason for this is that the 
small business is not big enough to hire the exact type 
and number of people needed. Typically it does not have 
the proper means to recruit, select, develop, and utilize 
its personnel (Tate, Megginson, Scott and Trueblood, 
1985, p.221). Obviously any business, particularly a 
small business, must have a workforce of competent, 
reliable employees. Particularly if the small business 
firms are operating in a service industry, choosing the 
right people , is very important to the functioning of the 
business . On the other hand, before making the decision 
to h ire addit ional s t a f f , the small businessman should 
c a r e f u l l y consider other a lternat ives . These include, as 
Sondeno (1985 , pp .318-320) says : 
* H ir ing temporary help from an agency; 
* Jobing out or contracting work to be done. 
In other words, it is important to be clear , as 
Engl ish (1986 , p . 2 6 2 ) notes about the exact number and 
kind ofjobs to be performed. Besides that, the small 
businessman also must reckon careful ly the expenses of 
h i r i n g , t ra in ing , and compensating a new employee 
and the increased costs that would be generated. Very 
often , the total investment in a new staff member or 
s t a f f members w i l l be very high. It is not something that 
should be taken l ightly (Abbott and Meredith, 1984, 
p. 145 ) . On the other hand, without a workforce of 
competent s t a f f , as Meredith (1988 , p. 245) noted : the 
small business firms w i l l not be able to get the job 
done, make profits and stay in business. Therefore, since 
most small business firms are labour intensive , working 
with s t a f f and working with partners is c r i t i c a l to 
business success. But in f a c t , as Schollhammer and 
K u r i l o f f (1979 , p . 2 4 0 ) say, "the small firm and 
p a r t i c u l a r l y the new small f irm, is notoriously de f ic ient 
in its practice of personnel management. Too often this 
aspect of its management is haphazard." Basically, the 
owner(s) or manager(s) will need to know more than just 
labour skills, numbers and pay rates if they are to get 
the best from their employees. For example, they need 
knowledge and understanding of : 
* Conducting employment interviews; 
* Delegation; 
* Training programs; 
* The level of technical expertise in the field they 
require from the employee; 
^ The candidate's existing salary and how it compares 
with the package that they are offering; 
* The maximum number of working hours in a week and a 
day; and 
* Rates of pay and conditions for sunday work, for work 
on statutory holidays also for overtime. 
(Commonwealth Bank of Australia, pp. 16-17) 
Further Information and Sources of Advice : 
* Local department of employment. 
^ Employment agencies. 
3.3.4. POOR PRICING 
Many small businesses, including many retailers, 
think that high markups mean high profits. But on the 
other hand, they do not think that a high markup may 
result in a price that is too high, a price at which few 
customers will buy, and they cannot earn much if they do 
not sell much, no matter how high their markup (McCarthy 
and Perreault, 1987, p.485). Kuriloff and Hemphill (1981, 
p.81) pointed out that many small business retailers and 
wholesalers seem more concerned with the size of their 
markup on a single item rather than with their total 
profits, and their high markups may lead to low profits 
or even losses because of low total sales volume. Besides 
that, they do not realize that the small business is 
running up costs over time, if they cannot sell a much 
greater volume in the same time period. It is stressed 
that small business firms must consider the customer 
before they do anything. They have to consider what 
customers will be willing to pay and also competition 
must be considered when the business adds a certain 
percentage to the cost price (Staff, Education Division, 
Office of Management Assistance, SBA, 1979, p.210). Thus, 
they must return again to the premise that all marketing 
decisions, in this case pricing, should be based on the 
customers' perceptions. To the customer, the price of a 
product or service represents nothing more than the 
seller's interpretation, expressed in monetary terms, of 
the product's utility value, its ability to satisfy a 
buyer's wants or needs (Burstiner, 1979, p. 176). 
In relation to pricing, it is very common (Back 
1985, p.29) for a small business to have a percentage of 
net profit to sales at around 5%. What many small 
business firms fail to realise is how critical the 
setting of prices is in the determination of net profit. 
Obviously, small business managers or owners must know 
how much it costs them to produce each unit. There is no 
point in continuing to produce goods which are causing 
them to make a loss. 
Small businessmen should take five steps into 
consideration in relation to pricing their merchandise 
(Commonwealth Bank of Australia, pp.8-9) : 
Step 1. Establish their variable costs. 
This may involve (for example) : 
* Materials; 
* Utilities expenses (telephone, electricity, 
water and gas); 
* The variable portion of sales salaries 
(overtime); and 
>K Freight. 
Step 2. Establish their fixed costs. 
Factors here include : 
* Rent; 
* Depreciation on fixed assets; and 
^ Insurance. 
Step 3. Find an equitable way to split the costs. 
Many small businesses will have more than one 
product. Therefore, the fixed costs of the 
business will need to be equitably split and 
spread over total production, thus making each 
product accountable. The method which is chosen 
will depend on the nature of the business. 
Methods, that they could consider are : 
* According to labour hours; 
* According to area of factory floorspace used; 
and 
^ According to machine hours. 
Step 4. How much are they going to make ? 
There are two constraining factors : 
* How much can be sold ? 
* How much do the production facilities produce? 
However, there may well be other constraining 
factors such as : availability of materials, 
labour or finance. 
Step 5. Calculate the selling price required. 
The calculation of the selling price depends on 
the assumptions that are made regarding the level 
of 'markup' required. The mark up has to cover 
other costs (such as interest and an acceptable 
level of profit for the proprietor to live on) 
and, most importantly, provide surplus funds 
which can be left in the business to enable it to 
grow. 
In setting prices for a service, there are four main 
elements to be considered (Wilson, 1986, p.123) (Staff, 
Education Division, Office of Management Assistance, SBA, 
1979, p.210) : 
1). Materials and supplies; 
2). Labour and operating expenses; 
3). Planned profit; and 
4). Competition. 
Also the following questions should help small 
businessmen to decide what to do about pricing. 
^ In what price ranges are the lines of merchandise 
sold ? 
* Will they sell only for cash ? 
* What services will they offer to justify their prices 
if higher than the prices of the competitors ? 
* If they offer credit, will their price have to be 
higher than if all sales are for cash ? 
Further Information and Sources of Advice : 
^ Accountants. 
* Marketing consultants. 
3.3.5. LOCATION PROBLEMS 
In response to the question : What is the most 
important element in the success of a small business ? 
most authorities will answer 'location' (Sondeno, 1985, 
p. 36). Therefore, selection of the wrong location for an 
enterprise raay be a very decisive factor in early 
failure, particularly with retail stores. This also 
applies to service industries which may be in the wrong 
location in regard to their customers, resulting in 
wasted man hours and increased transportation costs, and 
to manufacturing in regard to their market(s), sources of 
raw materials and sources of manpower (Brodribb, 1967, 
p.3). Brannen (1978, p.214) says : 
"Location decisions may be considered on three 
levels: 1) The selection of a market area, such as 
a town or city; 2) The selection of a type of 
location, such as down town or in a planned 
regional shopping centre; and 3) The selection of 
a specific unique site." 
However, in the majority of cases, when setting up or 
expanding a firm, the owner(s) or manager(s) do not have 
a choice of various possible locations with suitable 
sites and premises (for example, in the central of 
business area) because of their limited resources or 
influence. If they are unable to obtain suitable sites in 
the central business location or nearby, they should not 
locate in less than satisfactory central business 
districts just to impress their friends or family 
(Sondeno, 1985, p.37). 
Making a decision in selecting a location for a 
small business has become more complicated in recent 
years. Population shifts within communities over the past 
several decades have led to a confusing array of types of 
locations for retail businesses. Shopping centre 
locations were preferred by small business firms. The 
shopping centre building is pre - planned as a 
merchandising unit for interplay among tenants. It can be 
fatal, if a small shopping centre which probably needs 
only one or two daily product stores, for example, but in 
has fact many daily product stores in the one shopping 
centre location. Another problem occurs quite often when 
one shopping centre has a limited parking space (Hand, 
Dunkelberg and Sineath, 1979, p.28-29). 
The location and type of premises small 
businessmen choose, are crucial to the success of their 
business. The location of their premises will depend on 
their needs. "Historically, management decisions 
concerning plant location have principally been 
considered as economic in nature" (Carrier and Schriver, 
1969, pp.18-21). 
Points that small businessmen need to consider 
concerning location are : 
* Do they expect frequent visits from customers or 
suppliers ? 
* Do they need high visibility and will their business 
attract passing trade ? 
^ Security. This is increasingly vital in all areas. 
* Provision of essential services (such as electricity, 
water, waste disposal, generator and parking). 
If the small businessmen are considering leased premises, 
they should at least know some specific things to look 
out for in a lease or at least know the situation in 
relation to the following conditions: 
* What are their rights if they wish to make 
alterations/renovations to the property ? 
* Will the tenant be reimbursed in case of fire ? 
* How much insurance does the landlord hold and does he 
require the tenant to have a certain kind ? 
* What are the lease renewal provisions ? 
* Are there any options for expansion ? 
* How do rent, rates and service charges (on a 'rupiah' 
per square metre basis) and annual escalations and rent 
review clauses, compare with other premises ? 
* Are there any restrictions on use of the property ? 
* A verbal lease, which is binding on both parties, 
should be avoided. 
On the other hand, the small businessman must : 
* Ensure that the proposed use of the building does not 
infringe any terms of the lease. 
Also, the small businessman must sure that the buildings 
chosen comply with : 
^ Fire and safety regulations; 
* Town planning and other regulations by local 
government. 
(Commonwealth Bank of Australia, pp.18-19) 
Further Information and Sources of Advice : 
* A notary in relation to the legal aspects of 
purchasing or renting property. 
* Accountants or auditors for advice on taxation matters. 
* A reputable estate agent 
* Health acts and Shops and Factories acts, obtainable 
from the local government printer. 
3.3.5.1. LOCATIONS HYPOTHESES 
Selecting a location for a small business is one 
of the important factors. It is equally important for 
retail businesses to be situated in an area where a lot 
of people pass during the day, in order to be seen by 
many customers (Andersson, 1987, pp. 113-114). Support for 
the above view, may be found in Mckeever (1979, p.160). 
He suggests that where small businessman locate their 
store is one of their most important decisions. This fact 
is true whether they are opening a new store, starting a 
second outlet, or renewing their present lease. The 
problem is to find the right location for the right 
undertaking because a location can make or break a 
business. 
From the point of view of the above statements, 
the researcher wished to test the proposition that the 
choice of 'location' was a factor which influenced small 
business failure; in this case, the timing of the small 
business failure in Bandung - West Java province -
Indonesia. 
To achieve this, it was necessary to translate the 
concept of 'location' into measurable dimensions. 
Therefore for the purpose of this research project, 
'location' was measured in terms of five dimensions : 
1). The type of business location i.e. shopping centre or 
non - shopping centre. 
2). In terms of proximity to the business district. 
3). The population of the statistical district. 
4). In terms of propensity to choose one of the districts 
close to the G.P.0. 
5). In terms of the geographical division of the Bandung 
city. 
The following is a presentation of the hypotheses 
which arose in relation to 'location' and which were 
tested : 
Ho,1 : The timing of small business failure was unrelated 
to whether or not the small business firm was 
located in a shopping centre. 
Hi,l : The timing of small business failure was related 
to whether or not the small business firm was 
located in a shopping centre. 
Ho,2 : The timing of small business failure was 
unrelated to the proximity of the small business 
firm to the business location. 
Hi,2 : The timing of small business failure was related 
to the proximity of the small business firm to the 
business location. 
Ho,3 : The timing of small business failure was 
unrelated to the population of the business 
district in which the small business firm was 
located. 
Hi,3 : The timing of small business failure was related 
to the population of the business district in 
which the small business firm was located. 
Ho,4 : The timing of small business failure was 
unrelated to the district in which the small 
business firm was located. 
Hi,4 : The timing of small business failure was related 
to the district in which the small business firm 
was located. 
Ho,5 : The timing of small business failure was 
unrelated to the geographical division of the 
Bandung city in which the small business firm was 
located. 
Hi,5 : The timing of small business failure was related 
to the geographical division of the Bandung city 
in which the small business firm was located. 
This research project determined that 48.37 per 
cent of small business firm in the sample investigated 
were classified as retail businesses, and 21.14 per 
cent as wholesale businesses. 
From the point of view of the location, the 
researcher sought to test the proposition that the most 
appropriate choice of location is dependent on the nature 
of the business (i.e. retail or wholesale). 
Below is a presentation of the hypotheses which 
relates specifically to 'location' for small wholesale 
and retail business which were to be tested : 
Ho,6 : The timing of small wholesale business failure 
was unrelated to whether or not the small 
wholesale business was located in a business area. 
Hi,6 : The timing of small wholesale business failure 
was related to whether or not the small wholesale 
business was located in a business area. 
Ho,7 : The timing of small retail business failure was 
unrelated to whether or not the small retail 
business was located in a business area. 
Hi,7 : The timing of small retail business failure 
was related to whether or not the small retail 
business was located in a business area. 
Ho, 8 : The timing of small retail business failure was 
unrelated to whether or not the small retail 
business was located in a shopping centre. 
Hi,8 : The timing of small retail business failure was 
related to whether or not the small retail 
business was located in a shopping centre. 
3.3.6. BORROWING MONEY AT HIGH RATE OF INTEREST 
Brodribb (1967, p. 3) says : "Borrowing money at 
higher than bank interest, and in fact sometimes at a 
higher rate than the earning rate of the firm leads to 
quick disaster". Thus a major problem of small business 
is its inability to obtain adequate financing, either in 
an absolute sense or because the cost is often 
prohibit ive. The higher cost of small business borrowing 
has put considerable pressure on overall small business 
profitability (Baumback, 1988, p. 21). Those who do not 
calculate exactly how much the interest on the borrowed 
money will take from their expected profits often come to 
grief, discovering too late that they have been working 
only for the creditor (Delman, 1979, p. 51). Park and 
Chapin-Park (1978, p.38) says : 
"The amount of money required to bring a new 
business into operation is determined by the type, 
size, and location of the business, the kinds of 
merchandise handled, and the credit arrangements 
between the business and its suppliers and 
customers." 
Therefore, small businessmen have to consider what 
sources of finance are available to them. Any assessment 
of the need for financing should always begin with a 
consideration of whether they are maximising the ability 
of the business to generate funds internally. In an 
environment of economic uncertainty and high interest 
rates it is important to maximise the funds generated by 
the business and use them to finance its operations 
before seeking funds from outside sources. So, planning 
for finances will tell you how much money you will need 
and when you will need it (Kuriloff and Hemphill, 1981, 
p.129). 
The two major types of finance from outside 
sources are : long term loans and short term loans. 
Sufficiently long term loan finance must be obtained in 
order to fund long term projects; for example, financing 
the purchase of fixed assets (plant, machinery). This 
can be available from a wide variety of sources. These 
include : 
* Cash subscribed to the venture by family and 
friends ; 
* Cash received from a provider of venture capital; 
* A bank or finance company loan; or 
* Leasing and hire purchase finance are other relatively 
new methods of acquiring fixed assets. 
Short term loan finance is generally used only for short 
term requirements as the level of finance required can 
fluctuate on a daily basis. Usually, the cheapest form of 
finance available is from creditors. In many cases small 
businessmen will be able to negotiate with their 
suppliers repayment terms, but small businessmen must 
take care not to abuse the credit advantages. (Australian 
Government Publishing Service, 1987, pp.13-14); 
(Commonwealth Bank of Australia, 1985, pp.26-27) 
Further Information and Sources of Advice : 
* The Local Indonesian Development Bank. 
* The Local Indonesian Public Bank. 
* Accountants. 
^ Financial consultants and finance companies (for 
example, SGV Utomo). 
3.3.6.1. GEARING OPERATIONS HYPOTHESES 
Gearing operations to the income statement, while 
ignoring the balance sheet, is all too common. Lack of 
concern with cash flow and the productivity of capital 
employed can be fatal. Small businessmen tend to seek new 
funds instead of making better use of those they already 
have (Woodward, 1979, pp. 305-306). 
After looking at hundreds of small businesses, the 
researcher has seen that many of them tend to obtain 
credits from usurers with consequent high rates of 
interest. Therefore the researcher sought to test the 
'gearing ratios' was a factor which influenced the 
timing of small business failure in Bandung - West 
Java province - Indonesia. 
The following is a presentation of hypotheses 
which arose in relation to 'gearing ratios ' and which 
were to be tested : 
Ho,9 : The timing of small business failure was 
unrelated to gearing ratios of the small business 
firm. 
Hi,9 : The timing of small business failure was related 
to gearing ratios of the small business firm. 
3.3.7. DIFFICULTIES IN ALL AREAS OF MARKETING 
The secret of successfull marketing is to know the 
customers' needs, to know where they are, and to 
contact those people whom small businessmen believe to be 
potential customers. It is a very important decision, 
because whatever your talents are, skilled persons or top 
executives, all have one thing in common; no customers, 
no business (Rosthorn, Haldane, Blackwell and Wholey, 
1988, p.44). As Johnson (1988, p.109) says : 
"In my experience, companies succeed because they 
routinely offer products and services that meet 
their customers' needs better than those of any 
other organization, real or imaginary. That means 
their managers do two things very well. They 
manage and allocate resources efficiently to give 
their customers the greatest value at lowest cost, 
and they stay in close touch with their customers 
and constituents in order to respond effectively 
to their perceptions and needs." 
The way to understand better whether customers 
truly exist is to ask the right questions, such as : 
* What kind of product or service do they want to buy ? 
^ Where are the customers ? 
* When do customers buy, how much and how frequently ? 
* Who else can supply this product/service ? 
* How strong is this competition ? 
In the preparation to understand customers, small 
businessmen must be aware that part of the market 
research is quite properly descriptive and is described 
as qualitative research. But often for further analysis, 
there is also a vital requirement for quantitative 
research (Rosthorn, Haldane, Blackwell and Wholey, 1988, 
pp.44-45). 
In fact, many small business owners or managers 
have focused on only two vital aspects of marketing : 
getting orders from customers and increasing sales volume 
by salesmen. But they have no special skills in these 
marketing matters and do not know where they can obtain 
reliable information such as : market developments, 
advertising opportunities, sales promotions or perhaps 
better marketing channels. Small business firms, due to 
limited resources and expertise, have generally employed 
intuition rather than marketing research techniques in 
their attempts to maximize customer satisfaction, and 
also have continued to alienate customers with a specific 
objectionable business practice without realizing that 
the problem even existed (Pickle, 1979, pp.339-340). 
Many small business firms have already taken the 
opportunities to do the advertising and promotion as 
well, but in a sporadic manner only. Actually, they 
should have known that both regular advertising and 
promotion are needed to keep the name of their business 
in the customer's mind. This is very important in 
generating future sales (Johnson, 1988, pp. 109-110). 
Various alternatives which are available to small 
businessmen as advertisers are : 
* Local or suburban newspaper advertising. 
* Mail drops. 
* Display posters. 
* Exhibitions. 
* Specialties (calendars, matchbox covers, pens, etc.). 
^ Sponsoring local community events. 
On the other hand, they should carefully choose 
the methods and the media to use. For example, they 
should not advertise a specialised product through a 
national newspaper and it is better to split the 
marketing effort, because probably not all the potential 
customers listen to the local radio programme or buy a 
local newspaper (Commonwealth Bank of Australia, 
pp.30-31). 
In the situation of a free market, small business 
firms are likely to have competitors, so they should try 
to emphasize the edge which they have over the 
competition. This may be : 
* Better price, (but not involving a price war with a 
major group of companies). 
* Improved product or better range 
* Better delivery or after sales 
service. 
Besides that, it is essential for small business firms to 
keep as much information as they can, about the sales 
that are made. This may include : 
* The people to whom they sell (their address, 
telephone number, bank account, social background). 
* The range of the products which have been purchased. 
* How the customer got to hear about their product. 
(Commonwealth Bank of Australia, pp.30-31). 
Further Information and Sources of Advice : 
Local Chambers of Commerce. 
* Advertising agencies 
* Market research firms (As in the yellow pages). 
* Marketing consultants. 
3.3.7.1. MARKET SURVEY HYPOTHESES 
Successful marketing starts with the 
owners/managers of small business. They have to know the 
merchandise lines they sell, and the wants and desires of 
the customers they seek to reach (Staff, Education 
division, Office of Management Assistant, SBA, 1979, 
pp.205-206). For a broad understanding of a market's 
dynamics, the small businessman need to monitor all of 
the flows into, through and out of a market (Peter 
November, 1984, p.26). If wants and desires of the 
customers are so necessary, it can be asked, why it has 
not been done more for the everyday kinds of questions 
that small business faces. Just because they are small 
entrepreneurs and independent by nature, small business 
people may yield to the easy conclusion that they already 
know everything that is important to know (Breen and 
Blankenship, 1982, pp.5-6). 
From the above statements, in relation to this 
research project, the researcher wished to test the 
proposition that conduct of a 'market survey' was a 
factor which influenced the timing of the small 
business failure in Bandung - West Java province 
Indones ia. 
The following is a statement of hypotheses which 
related to 'market survey' and which were to be tested : 
Ho,10 : The timing of small business failure was 
unrelated to whether or not the small business 
firm conducted a market survey. 
Hi,10 : The timing of small business failure was related 
to whether or not the small business firm 
conducted a market survey. 
3.3.8. PROBLEMS OF FINANCIAL CONTROL INCLUDE BOOKKEEPING 
To start a small business firm, the type and 
arrangement of books and records most suitable for the 
particular business operation should be established. The 
owner(s) or manager(s) of a small business firm, can not 
possibly remember all relevant facts. They must rely on a 
system that provides up-to-date information on which 
they can base daily decisions (Park and Chapin-Park, 
1978, p.65). It was found (Clapham, 1985, p. 113) that 
most of the small business firms surveyed in South East 
Asia keep no detailed accounts, do not prepared regular 
financial statements to inform the small business manager 
and are unable to present a profit and loss account or 
at least a simple balance sheet. There are no clear 
ideas of the various costs involved in the small business 
activities, and few financial budgets are prepared for 
the different business activities. There are very many 
small business firms who keep no written records at all 
of expenditures and receipts. They do not differentiate 
between personal and business expenditures, and have no 
accurate conception of their production costs. Besides 
that, in many cases, the value of fixed assets, such as : 
machinery, buildings, tools, is also unknown because no 
inventory has ever been made. In the same way, the stock 
is recorded neither by type and quantity nor by value 
(Clapham, 1985, pp. 114-115). In practice, it must be 
understood by small businessmen that success in small 
business is not easily attainable. Not only must the 
proprietor offer a good product or service and know the 
basics of general management, but small businessmen must 
also possess an understanding of the appropriate 
financial control policies to pursue (Boardman, Bartley 
and Ratliff 1981, p.33). 
Small businessmen may need : 
* A petty cash book to record small cash payments; 
* A wages and salaries analysis book to show the 
calculation of these amounts for each employee. It is 
a legal requirement that employees receive a pays lip 
and to keep proper records of the amounts paid to 
them; 
* A file of paid purchase and service invoices marked 
with the date and cheque number with which they were 
paid and a separate file for unpaid invoices; 
* A file of paid sales invoices kept in soroe sort of 
logical sequence with a note of the dates on which 
payment was received and a separate file of unpaid 
invoices which small businessmen need to chase up 
regularly. 
Other reasons for keeping adequate records 
include : 
* Accurate and thorough statements of operating results 
and sales, fixed and variable costs, profit or loss, 
inventory levels and credit and also collection totals; 
Comparisons of current data with prior years ' operating 
results and budgeted goals; 
* Suitable financial statement for use by management or 
submission to prospective creditors; 
* A method for uncovering employees' thefts, material 
waste or record keeping errors. 
The accurate bookkeeping records not only measure the 
success to date; they also provide a basis from which the 
small business owner/manager can attempt to forecast 
future performance. Without proper bookkeeping records 
they will lose their way. 
(Commonwealth bank of Australia, pp.32-33) (Australian 
Government Publishing Service, 1985, pp. 15-18). 
Futher Information and Sources of Advice : 
* The local Indonesian Development Bank. 
* The local Indonesian Public Bank. 
* Professional bookkeeping services. 
* The local university or academy. 
3.3.8.1. FINANCIAL DATA HYPOTHESES 
It has been reported (U.S. News and World Report, 
1977, p.94) that half of all small businesses fail 
within two years and approximately eight out of ten fail 
within five years, because of improper financial data. 
In view of this situation, the researcher sought 
to test the proposition that the 'researcher's 
classification of the financial data for managing' was a 
factor which influenced the timing of small business 
failure in Bandung - West Java province - Indonesia. 
A presentation of hypotheses which arose in 
relation to 'the researcher's classification of the 
financial data' and which were to be tested follows : 
Ho,11: The timing of small business failure was 
unrelated to the use made of financial data for 
managing of the small business failures, as 
assessed by the researcher on the basis of 
information supplied by the respondents. 
Hi,11: The timing of small business failure was related 
to the use made of financial data for managing of 
the small business failures, as assessed by the 
researcher on the basis of information supplied by 
the respondents. 
3.3.8.2. CASH BUDGET HYPOTHESES 
The cash budget is a vital part of the planning 
process in the small firm and vital for selecting an 
appropriate tool for forecasting (DeThomas, 1980, p.9). 
Cash budgeting is crucial to small business survival, 
says Hodgetts and Kuratko (1986, p,421). Usually the 
business will make an estimate of its needs for a 30 - 60 
day period and then determine how much money it is likely 
to collect during this time. 
From the point of view of the above statements,the 
researcher hoped to test the proposition that 'use of 
cash budgeting' was a factor which influenced the 
timing of small business failure in Bandung - West 
Java province - Indonesia. 
To achieve this and for the purpose of this 
research project, it was necessary to translate the 
concept of 'cash budget' into measurable dimensions. 
Therefore 'cash budgeting' was measured in terms of two 
dimensions : 
1). Preparation of a cash budget. 
2). Use of cash budgeting whilst small business was 
running. 
The hypotheses relating to 'cash budget' follow : 
Ho,12: The timing of small business failure was 
unrelated to whether or not the small business 
firm prepared a cash budget before the small 
business firm was started up. 
Hi,12: The timing of small business failure was related 
to whether or not the small business firm prepared 
a cash budget before the small business firm was 
started up. 
Ho,13: The timing of small business failure was 
unrelated to the researcher's classification in 
relation to the use of cash budgeting during 
business operations. 
Hi,13: The timing of small business failure was related 
to the researcher,s classification in relation to 
the use of cash budgeting during business 
operations. 
3.3.8.3. BOOKKEEPING HYPOTHESES 
The Alaska and Wyoming small business studies by 
Wichmann (1983, pp.22-25) revealed accounting and 
marketing as the key problem areas in management ability. 
In this case, accounting problem are categorised into 
record keeping, use of accounting information, cash 
control, and cost control. In the Wyoming area, the 
major problem was record keeping (60 per cent). In fact 
as Hodgetts and Kuratko state (1986, p.383) that two of 
the most important things the owner(s)/manager(s) of 
small business firm must understand in order to control 
operations, are financial statements and the fundamentals 
of record keeping. 
From the above statements, the importance of 
bookkeeping for small business firms was clear. The 
researcher intended to test the proposition that 
'bookkeeping' was a factor which influenced small 
business failure; in this case, the timing of the small 
business failure in Bandung - West Java province 
Indonesia. 
To achieve this, as with 'cash budgeting', it is 
necessary to translate the concept of 'bookkeeping' into 
measurable dimensions. Therefore for the purpose of this 
research project, 'bookkeeping' was also measured in 
terms of two dimensions : 
1). The Researcher's classification in relation to the 
use of bookkeeping records. 
2). The frequency of bookkeeping reports. 
The hypotheses relevant to 'bookkeeping' follow : 
Ho,14: The timing of small business failure was 
unrelated to the researcher's classification of 
the adequacy of the bookkeeping records. 
Hi,14: The timing of small business failure was related 
to the researcher's classification of the adequacy 
of the bookkeeping records. 
Ho,15: The timing of small business failure was 
unrelated to the frequency of bookkeeping reports. 
Hi,15: The timing of small business failure was related 
to the frequency of bookkeeping reports. 
3.3.9. LACK OF MANAGEMENT CONSULTING ADVICE 
In the countries of Southeast Asia, as indeed in 
Indonesia (Clapham, 1985, p.125), in order to solve the 
problems for small business, a well informed advisory 
service including appropriate technical experts is 
necessary. Predominantly, management programmes from the 
advisers group were designed for the management and 
organization of large or larger medium business. Without 
doubt, as Tibbits (1979, p.7) stated the economic and 
social problems encountered in small business firm are 
quite different from those encountered in medium or large 
business. This is not because the problems with which 
small businesses are concerned are inherently more 
difficult than those faced by large businesses. Rather, 
situations are made more complex for the small business 
person because he or she may lack the appropriate 
specialized knowledge to deal with the problem, or 
because this one person must cope with all its 
dimensions. 
On the other hand, choosing the right team of 
advisers can be crucial to the success of each business, 
because the small business firm will rarely have 
identified correctly the problem giving rise to the 
apparent need for advice. Therefore, in relation to small 
business problems, the consultant will need very wide 
experience (Bolton Committee, 1971, p. 121), since the 
first task will often be to survey the whole of the 
firm's operations and identify the basic trouble. Also as 
Tibbits (1979, p. 166) says : 
"The source of the advice must have credibility in 
the eyes of potential users. Many programmes 
originating from public servants lack this 
credibility in the eyes of experienced business 
persons. A person who has clearly been a success 
in a small business in the same industry as 
potential participants is the only possible 
candidate in the eyes of many small business 
persons. 
For this reason, successful small business 
manager(s) or owner(s) are oriented to seek expertise and 
assistance that is needed in the accomplishment of their 
goals. The willingness to seek and to use outside 
resources is one key characteristic which distinguishes 
the high potential, successful small business manager(s) 
or owner(s) from the remainder of the pack (English, 
1983, p. 11). 
Some important points emerge in relation with 
professional advisers are : 
* Choose advisers who have experience in helping people 
start up and survive in small business. 
* Ask for the basis that fees will be charged on. 
* It is better to pay an adviser's fees than to rely on 
the advice of those with something to sell. For 
example, if a small business person is considering 
leasing a shop, it is better to seek independent advice 
from a marketing consultant than to rely on the advice 
of a business broker who may be more interested in 
gaining commission than in genuinely assisting the 
small business person (Commonwealth Bank of Australia, 
pp.44-45). 
Further Information and Sources of Advice : 
* The local Indonesian Accountant Society. 
* The local University or Academy. 
* The local Indonesian Notary Society. 
* The local Indonesian Real Estate Society. 
^ The local Institute of Financial Indonesia. 
* The local KADIN = Kamar Dagang Indonesia (Indonesian 
Chamber of Commerce). 
3.3.9.1. ADVICE TAKING HYPOTHESES 
The fact that small business needs assistance in 
coping with obstacles to success is certainly not a 
secret (Franklin and Goodwin, 1983, p. 5). The small 
enterprise owner demands advice that "can be used 
tomorrow" in the enterprise, which implies that the 
advice must be industry specific, and relevant to the 
size, location and organisational structure of the small 
enterprise (Meredith, 1988, p.404). 
In this research project, the researcher 
endeavoured to test the proposition that the 'advice 
taking' both prior to the commencement of business and 
on-going advice was a factor which influenced the timing 
of small business failure in Bandung - West Java province 
- Indonesia. 
For the purpose of this research project, it was 
necessary to translate the concept of 'advice taking' 
into measurable dimensions. Therefore, 'advice taking' 
was measured in terms of five dimensions : 
1). The number of knowledgeable persons/sources consulted 
for start up advice; 
2). The type of person consulted for advice on business 
establishment; 
3). The use of external advice whilst the small business 
was running; 
4). The type of external advice used whilst the small 
business was running; 
5). The Range of external advisory sources used whilst 
the small business was running. 
The following are the hypotheses relevant to 
'advice taking' : 
Ho,16: The timing of small business failure was 
unrelated to the number of knowledgeable 
persons/sources consulted about the proposed 
business. 
Hi,16: The timing of small business failure was related 
to the number of knowledgeable persons/sources 
consulted about the proposed business. 
Ho,17: The timing of small business failure was 
unrelated to the type of person/organisation 
consulted for start up advice. 
Hi,17: The timing of small business failure was related 
to the type of person/organisation consulted for 
start up advice. 
Ho,18: The timing of small business failure was 
unrelated to whether or not the small business 
firm had used the external advice. 
Hi, 18: The timing of small business failure was related 
to whether or not the small business firm had used 
the external advice. 
Ho,19: The timing of small business failure was 
unrelated to the type of external advice used 
whilst the small business firm was running. 
Hi,19: The timing of small business failure was related 
to the type of external advice used whilst the 
small business firm was running. 
Ho,20: The timing of small business failure was 
unrelated to the range of external advisory 
sources used whilst the small business firm was 
running. 
Hi,20: The timing of small business failure was related 
to the range of external advisory sources used 
whilst the small business firm was running. 
3.3.10. LACK OF TRAINING FACILITIES 
The small business firm is once again playing an 
important role in support of the Indonesian economy, and 
present indications are that both the domestic and export 
market will rise substantially over the next few years. 
To make up for the economic losses resulting from the 
collapse in oil prices, small business activity in 
Indonesia should be encouraged more (Soegito, March/April 
1989, p.2). To upgrade the productivity and survival 
prospects of small business firms, technological input 
must be improved. Thus, more effective and relevant 
advisory services are necessary. In view of the 
experiences in Indonesia (Clapham, 1985, p.125), this can 
be achieved only if improvements are made in coordinating 
financial and technological programmes, in the 
qualifications of the work force and in the 
implementation of the advisory function. 
In relation to the support of small business in 
Indonesia, private management institutes could be 
encouraged to hold regular special courses for the 
trainers and technical instructors from national training 
centers to deal with problems particularly relating to 
regulations, the economy in general, the environment, and 
the market (Clapham, 1985, pp. 135-136); also given such 
activities, the universities could be expected to 
initiate education and training programs for the small 
business sector and to link such programs with pure and 
applied research (Meredith, 1984, p. 193). In Jakarta, 
since 1985, a training programme for trainers has been 
carried out by the Private Institute for Management, 
Education and Development. A similar training programme 
has been carried out since 1987 by the private 
Parahyangan Catholic University. But the programmes have 
remained very limited in regard to small business needs; 
and the experience of such programmes for small business, 
should be held to a more reasonable cost. From the 
government side, the newly formed export support board 
has just been established following a recommendation from 
the World Bank. The aim of the program is to enable 
smaller enterprises to procure expert advice in such 
areas as management and marketing, market research, 
product design, cost accounting in pricing, and 
investigation of credit facilities (Indonesia Development 
News. May/June 1987, p. 3). 
3.3.10.1. TRAINING/COORSES HYPOTHESES 
Generally, small business does recognise the need 
to use management techniques and to a lesser extent, 
education and training in business management and 
external advice (McKenna, Harrington, Lowe and Tibbits, 
1989, p.94); and education has many sources, suggest 
Coffey and Herrmann (1976, p.1), both formal and 
informal. On the other hand, the high failure rate of 
small business is well documented. Many of those failures 
occur because the entrepreneur lacks management 
knowledge and skill. 
In relation to this research project, the 
researcher attempted to test the proposition that 
'training or attendance at a course' was a factor which 
influenced, the timing of small business failure in 
Bandung - West Java province - Indonesia. 
It was necessary to translate the concept of 
'training or course attendance' into measurable 
dimensions. For the purpose of this research project, 
measurement was carried out in terms of four dimensions : 
1). The number of training/courses attended; 
2). The providers of training/courses attended; 
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3). The type of training/courses attended; 
4). The training/course methods. 
The 'training / courses attendance' hypotheses 
follow : 
Ho,21: The timing of small business failure was 
unrelated to the number of training/courses 
attended by the small business owner/manager. 
Hi,21: The timing of small business failure was related 
to the number of training/courses attended by the 
small business owner/manager. 
Ho,22: The timing of small business failure was 
unrelated to the providers of the training/courses 
attended by the small business owner/manager. 
Hi,22: The timing of small business failure was related 
to the providers of the training/courses attended 
by the small business owner/manager. 
Ho,23: The timing of small business failure was 
unrelated to the type of training/courses attended 
by the small business owner/manager. 
Hi,23: The timing of small business failure was related 
to the type of training/courses attended by the 
small business owner/manager. 
Ho,24: The timing of small business failure was 
unrelated to the training/course methods, which 
the small business owner/manager had attended. 
Hi,24: The timing of small business failure was related 
to training/course methods, which the small 
business owner/manager had attended. 
3.3.11. OTHER HYPOTHESES WHICH ARE TO BE TESTED 
3.3.11.1. INDUSTRIAL CLASSIFICATION 
Small business influences every activity of 
society. It provides daily services and, in most 
economies, represents over 90 per cent of all 
enterprises. It is present in the manufacturing, 
wholesale, retail and service sectors. Small businesses 
in an economy tend to predominate in retail sectors where 
capital or funding is relatively low and the owner can 
control a relatively small workforce (Meredith, 1988, 
p.3). Hodgetts and Kuratko (1986 , p. 6) says : small 
business as retailers are to be found in every area of 
products, perhaps because more people feel competent to 
attempt independent firm ownership. 
From the above statements, the researcher sought 
to test the proposition that 'industrial classification' 
was a factor which influenced the small business failure 
in Bandung - West Java province - Indonesia. 
The 'industrial classification' hypotheses 
follow : 
Ho,25: The timing of small business failure was 
unrelated to the industrial classification of 
small business in Bandung. 
Hi,25: The timing of small business failure was related 
to the industrial classification of small business 
in Bandung. 
3.3.11.2. START DP TYPE 
Kellogg (1979, p.410) notes the buyer to beware of 
the many unprofitable small businesses. Their owners 
often sell them at fancy prices to unsophisticated 
buyers. Hodgetts and Kuratko (1986, p.104) have said that 
there are a number of advantages to buying an ongoing 
business, compared with starting a new enterprise, 
because the start up problems will have been taken care 
of by the previous owners. 
In relation to the above statements, the 
researcher sought to test whether different 'start up 
types' for small business were a factor which influenced 
the timing of the small business failure in Bandung 
West Java province - Indonesia. 
The following are the 'start up type' hypotheses : 
Ho,26: The timing of small business failure was 
unrelated to the start up type of the small 
business firm, such as : purchase, started from 
scratch, inherited, or restructure of an existing 
business. 
Hi,26: The timing of small business failure was related 
to the start up type of the small business firm, 
such as: purchase, started from scratch, 
inherited, or restructure of an existing business. 
3.3.11.3. START OP SIZE (OWNER(S) / MANAGER(S) AND 
EMPLOYEE(S)) 
Intuition suggests that the successful projects 
probably involved simple plants. The small business 
concern, for the most part, cannot afford the luxury of 
hiring large numbers of workers as its larger 
counterparts can. The coordination problems increase as 
the start up size rises, also the volume of sales which 
must be achieved to break even dramatically increases. 
Yet, even now, larger firms are realizing that faced with 
declining productivity, they too need to impose personnel 
cutbacks (Business Week. 1981, p. 129). 
In relation bo the above statements, the 
researcher endeavoured to test the proposition that the 
'start up size, involving (owner(s)/manager(s) and 
employee(s))' as the total staff for the small business, 
was a factor which influenced the timing of small 
business failure in Bandung - West Java province 
Indonesia. 
The following is a presentation of the hypotheses 
which arose in relation to 'start up size' : 
Ho,27: The timing of small business failure was 
unrelated to the start up size comprising the 
number of owner(s)/managerCs) and employee(s) of 
the small business firm. 
Hi,27: The timing of small business failure was related 
to the start up size comprising the number of 
owner(s)/manager(s) and employee(s) of the small 
business firm. 
3.3.11.4. THE AVERAGE AGE OF EXECUTIVES ON THE START OP 
OF THE FAILED BUSINESS 
William's research (1975, pp.420-423) shows that 
entrepreneurs between the ages of 30 and 39 years will 
perform better than those who enter business at younger 
or older ages. 
In this research project, the researcher hoped to 
test whether the 'average age of the executives' when 
they entered into business was a factor which influenced 
the timing of small business failure in Bandung - West 
Java province - Indonesia. 
The following are the hypotheses which arose in 
relation to 'age of entry into business' : 
Ho,28: The average age of the executives when they 
started or took control of a small business, was 
unrelated to the timing of the failure of that 
small business. 
Hi,28: The average age of the executives when they 
started or took control of a small business, was 
related to the timing of the failure of that small 
business. 
3 . 3 . 1 1 . 5 . SEX OF THE EXECUTIVES 
Most research on the characteristics of 
entrepreneurs has been based on male entrepreneurs. In 
one study of successful entrepreneurs by Hornaday and 
Aboud, 1971, a total of sixty entrepreneurs were 
interviewed. Although four females were included in the 
sample, the responses of these female subjects were not 
included in the analysis because, inspection of the data 
indicated differences between the male and the female 
entrepreneurs, and it could not be established that the 
sexes could be reasonably combined. No explanation of the 
differences was provided (DeCarlo and Lyons, 1979, pp.22-
23). In Australia, in the last five years, where men's 
self employment growth has been up 10 per cent, the 
number of self employed women has risen by 15 per cent, 
and the diversity is great (Munday, 1988, p.4). Watkins 
J. and Watkins D. (1984, p.30) have said that for many of 
the women, the decision to enter entrepreneurship was 
determined not by logic but by a strong motivation for 
autonomy and achievement which had been frustrated by the 
individual's prior training and background. In many cases 
the timing of the decision was 'illogical' (that is : too 
early for relevant experience and capital to have been 
accumulated or as an antidote to impending retirement). 
This may force female entrepreneurs to seek out business 
areas where technical and financial entry barriers are 
low and where the managerial requirements are not 
immediately central to success or failure. 
Apart from the fact that little is known about the 
relationship between the sex of the executives and 
business performance, the researcher sought to test 
whether the 'sex of the executives' was a factor which 
influenced the timing of small business failure in 
Bandung - West Java province - Indonesia. 
The following is a presentation of hypotheses 
which arose in relation to 'sex of the executives' : 
Ho,29: The timing of small business failure was 
unrelated to the sex of the executives of the 
small business firm. 
Hi,29: The timing of small business failure was related 
to the sex of the executives of the small business 
firm. 
3.3.11.6. PREVIOOS ENTREPRENEURIAL EXPERIENCE 
A study of New South Wales small business failure 
(McKenna, Harrington, Lowe and Tibbits, 1989, pp. 108-111) 
revealed that from 448 small business proprietors, around 
28 per cent had no previous business experience before 
the current business, whilst 55 per cent had 7 or more 
years experience. Lack of previous experience was higher 
in the sub sample of 204 country small business firms. 
Meredith (1988, p.40) notes that leaders of the small 
businesses were those with experience in their particular 
business or line of business. In other cases, 
inexperience in the new line of business may represent a 
major daily operating challenge for the owners. Support 
for these findings was provided by Williams (1975, 
p.405). 
In relation to this research project, the 
researcher endeavoured to test whether the 'researcher's 
classification of previous entrepreneurial experience' 
was a factor which influenced the timing of small 
business failure in Bandung - West Java province 
Indonesia. 
The hypotheses relating to the researcher's 
classification of the 'previous entrepreneurial 
experience' follow : 
Ho,30: The timing of small business failure was 
unrelated to the researcher's classification of 
the previous entrepreneurial experience 
of the owner manager ̂  
Hi,30: The timing of small business failure was related 
to the researcher's classification of the previous 
entrepreneurial experience of ' of the owner manager 
3.3.11.7. PERCEIVED LEVEL OF FAMILY SUPPORT 
Encouragement may come from peers who may be 
willing to collaborate in, or at least provide moral 
support for a new venture, or a spouse may provide 
crucial encouragement during the concept formulation 
stage of the enterprise (Powell and Bimmerle, 1980, 
p. 36). Similar conclusions were reached by Williams in 
his unpublished Doctoral thesis (1975, p,390). 
At this point, the researcher sought to test 
whether the 'researcher's classification of perceived 
level of family' support was a factor which influenced 
the timing of small business failure in Bandung - West 
Java province -Indonesia. 
The following is a presentation of the hypotheses 
which arose in relation to the researcher's 
classification of 'perceived level of family support' : 
Ho,31: The timing of small business failure was 
unrelated to the researcher's classification of 
perceived level of family support of the small 
business proprietor. 
Hi,31: The timing of small business failure was related 
to the researcher's classification of perceived 
level of family support of the small business 
proprietor. 
3.3.11.8. BREADTH OF SALES BASE 
The number of customers available and willing to 
buy ultimately determines the success of any business. 
When customers do not buy, there is no business i Without 
customers, there can be no business; and without 
business, there can be no profits (Church, 1984, p.18). 
Thus, Small business firms are assumed to be less viable 
when operating with a narrow sales base, particularly 
when a substantial proportion of sales income derives 
from a small number of major customers. 
In relation to this research project, the 
researcher sought to test the proposition that 'the 
average number of customer each day' during the life of 
the business was a factor which influenced small business 
failure in Bandung - West Java province - Indonesia. 
The following is a presentation of the hypotheses 
which arose in relation to 'the average number of 
customers' : 
Ho,32: The timing of small business failure was 
unrelated to the average number of customer's 
during each day of operation of the small business 
firm. 
Hi,32: The timing of small business failure was related 
to the average number of customer's during each 
day of operation of the small business firm. 
3.3.11.9. OPDATING KNOWLEDGE 
Modern technology is characterized by rapid and 
often dramatic growth. It came upon us suddenly and 
without warning, says Church (1984, p.34). Small 
businessmen were unprepared for it and they must quickly 
learn to adapt. Besides that, the owner(s)/manager(s) of 
the small business firms who have determined, in order to 
remain competitive, their business must grow, then must 
decide whether they are capable of and willing to adapt 
the growth process (McKenna and Oritt, 1981, pp.26-27). 
Regarding above statement, the researcher wished 
to test the proposition that the 'researcher's 
classification of the updating of knowledge of both 
technology and product' was a factor which influenced 
small business failure in Bandung - West Java province -
Indonesia. 
The following is a presentation of hypotheses 
which arose in relation to the 'researcher's 
classification of the updating of knowledge' : 
Ho,33: The timing of small business failure was 
unrelated to the researcher's classification of 
the updating of knowledge of both technology and 
product which the small business owner/manager had 
undertaken. 
Hi,33: The timing of small business failure was related 
to the researcher's classification of the updating 
of knowledge of both technology and product which 
the small business owner/manager had undertaken. 
3 . 4 . SUMMARY 
In this third chapter an attempt has been made to 
identify the nature of problems faced particularly by 
small business in Bandung and generally in Indonesia. 
This has been based on the researchers' personal 
experience with small business firms in Bandung - West 
Java province, because of the lack of prior studies in 
Indonesia. Also, in so far as it is considered 
applicable, research findings in Western Countries have 
been drawn upon. 
Besides that, this chapter will provide a 





This chapter will be commenced with a brief 
description of the questionnaire performance, which was 
used in this research project. 
Following familiarisation with the nature of the 
questionnaire, the next sub chapter will outline the 
research methodology both mail survey and interviews. In 
this sub chapter, in light of difficulties in the 
collection of data, approached of determining sample will 
be also discussed. 
4.2. THE QUESTIONNAIRE 
The questionnaire consisted of 30 questions. 
These questions related to identification of problem 
areas and the realiability of answers, in some cases, 
they could be checked against later answers. The 
remaining questions required the ticking of an 
appropriate box, 
an example of questions are illustrated in questions 
28 and 30. 
Question 28. 
Did you make use of external advice, whilst you ran your 
small business ? : 
(If you answered 'oii' to question 28, do not answer 




What number of external advisory sources were used, 
whilst 70U ran your small business ? : 
0 None 
0 1 or 2 persons 
0 3 or 4 persons 
0 More than 4 persons 
Thus the response to question 28 could be checked for 
consistency with question. A 'no' response to question 28 
should be followed by a response of 'none' to question 
30. Similarly a 'yes ' response to question 28 should be 
followed by a '1 or more' response to question 30. 
A complete list of questions both in English and 
Indonesian language are contained in appendix 1. 
The questions were selected so as to test empirical areas 
supposedly of importance in determining the causes of 
small business early failure in Bandung - West Java 
province - Indonesia. For instance, training or courses 
attendance was seen by the Indonesian Government as being 
an important ingredient of small business survival 
rIndonesia Development News, July/August 1989, p. 3). 
Questions involving training or courses then are testing 
a hypothesis, whether there is any relation between the 
time of small business failure and the number of 
training/courses attended by the small business 
owner/manager. 
Following the lack of small business literature 
and the absence of research into small business in 
Indonesia, a tentative questionnaire was developed. These 
ideas were tested on 20 failed small business firms in 
two business districts by means of extended visits to the 
premises of the ex proprietors of the failed firms. In 
the light of the feedback obtained, the quetionnaire was 
further modified and the revised questionnaire was sent 
to another 15 proprietors of failed firms with a request 
that they comment on the understandability of the 
questionnaire. Eight returned the questionnaire with 
comments and the remaining seven were visited to obtain 
their feedback. None of the proceeding 35 persons were 
included in the final survey, as to do so could 
inadvertently introduce bias into the results given the 
insights into the researcher's objectives that they may 
have obtained. Almost all the adjustments which they 
suggested were taken into consideration in deciding the 
final questionnaire. The one area where their advice was 
not followed related to the question seeking details of 
previous relevant business experience, before embarking 
on the failed business in relation to this research 
project. They suggested many small business people do not 
have any relevant experience and therefore the 
questionnaire could be bias. Finally, after some 
consideration, a decision was taken to retain the 
question relating to relevant previous business 
experience. 
A break down of questions in the final 
questionnaire against the area of hypotheses under some 
consideration is given in table 4.1. 
Table 4.1. 
QUESTIONNAIRE : AREAS OF HYPOTHESES AND QUESTION NUMBER. 
Area 
* Basic data 
* Management practice 
- Uses of funds 
- Staff 
- Bookkeeping 
- Advice taking 
- Market survey 
- Cash budget 
- Financial 
* Characteristics of the entrepreneur 
- Age of entry into business 
- Entrepreneurial experience 
- Family support 
- Updating knowledge 
- Training/courses 
* Miscellaneous 






















Raw data from 2 46 appropriate returned 
questionnaire, both from mail and follow up interviews, 
was then computerized. The result not only allowed 
comparison of small business failure in each year in 
all categories, but allowed a comparison of results of 
each questions with every other one in case other 
important unexpected relationships might have emerged. 
Significant trends substantiating or otherwise the 
initial empirical hypotheses on which the questions were 
based, will be discussed in chapter V in conjunction 
with analysis and interpretation of the data. 
4.3. RESEARCH METHODOLOGY 
4.3.1. MAIL SURVEY 
The Central Statistic Bureau of Bandung was 
approached for information on small business failure in 
Bandung, but did not have summary statistics. However, 
they did provide lists of small business firms which 
according to the Trade Associations appeared to have 
discontinued operations. They suggested that the Trade 
Associations be approached for a more comprehensive and 
more up todate list of discontinuing firms. The Trade 
Associations allowed access to their membership lists 
which identified firms which had discontinued 
production/operations, and from this it appeared that 657 
firms had failed across 16 geographical districts (as 
defined by the Central Statistics Bureau of Bandung.) , 
during 1983-1988 and which started up between 1983-1985. 
That numbers of small business failures in Bandung, and 
their extensive geographical spread, together with the 
desirability of using as large a sample as possible, 
created difficulties in the collection of data. The 
technique indicated by these circumstances was a mail 
survey, but the main problem with mail survey is in 
eliciting a high response rate. 
In relation with response rate, Moser and Kalton 
(1977, p.240) says : 
"A poor response rate must constitute a dangerous 
failing and if it does not rise above, say 20 or 30 
per cent, the failing is so critical as to make the 
survey results of little, if any, value". 
Different approach by Krejcie and Margon (1970, pp.607-
610), from the article 'Determining Sample Size For 
Research Activities ', they concluded that sufficient 
response rate in relation to obtaining representative 
samples, will depend on the population; the greater the 
population the lower the proportion needed in the 
samples (A table for determining sample size is presented 
in appendix 2). From that table it can be seen that for a 
population size between 650 and 750, the representative 
sample needs to be between 242 and 248. 
On the other hand, as was mentioned earlier, 
because of the lack of the data and the absence of 
previous research into small business in Indonesia, it 
had been planned that this research project must obtain 
at least a minimum sample of 30 per cent from all 16 
statistical districts of Bandung city as used by the 
Central Statistic Bureau of Bandung. Therefore, the 
researcher set out to get a minimum sample of 30 percent 
from each statistical district (please refer to table 
4.2.). It was then a total of 657 questionnaires were 
mailed out during November - December 1988 and 
respondents were given 3 weeks to reply and a reply paid 
envelope was enclosed. As a matter of interest, 
questionnaires were still being received up to 6 weeks 
after the reply date. A total of 78 responses were 
received to the survey. From 78 responses, a total of 41 
questionnaires were processed for further analysis and a 
total of 37 questionnaires were not analysed due to 
insufficient completion of the questionnaires. 
From the original mail out, 102 questionnaires 
(15.11 per cent) were returned to sender with post 
office official stamp 'the address is unknown'. More 
detailed analysis of this component in further research 
project could provide valuable insights into whether 
there had just been a change of address or possibly 
because of the houses in Bandung are not numbered very 
well. Excluding these returns from the original mail 
out, a return rate of 14.05 per cent (78 responses) were 
received, from a sample basis of 555 questionnaires. 
Table 4.2 lists the mail responses from 16 
districts of Bandung city compared with the proportions 
of small business failures/mailed out (November 
December 1988), also a target of 30 per cent sample and 
questionnaires returned to sender are presented. 
Table 4.2. 
RESPONSES TO MAIL SURVEY OF SMALL BUSINESS FAILURES IN 16 
DISTRICTS OF BANDUNG 
Small business 
failures/ Mail A target Returned 
mailed out res ponses of 30% to sender 
Districts (Nov-Dec 1988) 
>ti 
No. 1 1 % No 1 % 
Sukasari 4 1 1 0. 61 0 : 0 1 4 
Coblong 16 1 1 2. 44 1 ! 1. 28 5 1 
Babakan C. 45 1 1 6. 85 0 : 0 14 18 
Bojongloa 114 1 1 17. 35 6 : 7.69 34 11 
Andir 62 1 1 9. 44 6 ; 7.69 19 1 
Cicendo 56 1 1 8. 52 12 ;15.39 17 0 
Sukajadi 12 1 1 1.83 4 ! 5.13 4 1 
Bandung W. 31 1 1 4. 72 11 ! 14. 10 9 0 
Astana A. 64 1 1 9. 74 7 1 8.97 19 0 
Regol 67 1 1 10. 19 8 I 10.26 20 9 
Batu N. 38 1 1 5. 78 3 I 3.85 11 10 
Lengkong 50 1 1 7.61 2 ! 2. 56 15 27 
Cibeunying 35 1 1 5. 33 7 ! 8.97 11 0 
Bandung K. 19 1 1 2. 89 ! 0 6 9 
K. Condong 41 i 1 6. 24 8 !10.26 12 11 
Cidadap 3 1 1 0. 46 3 : 3.85 1 0 
Total ! 657 1 1 100 ¡78 ; 100 198 102 
Source : * Central Statistic Bureau and Trade Association 
in Bandung. 
^^ Mail questionnaires data. 
It is of interest to note that response rates of 
Cicendo, Sukajadi, Bandung Wetan, Cibeunying, 
Kiaracondong and Cidadap district were proportionately 
higher than other districts. The responses of Coblong, 
Bojongloa, Andir, Astana Anyar, Batu Nunggal, Lengkong 
district and particularly Sukasari, Babakan Ciparay, 
Bandung Kulon district have not responded in proportion 
to the mailing. The close proximity of the mailing prior 
to the 'busy business period (new year/long period 
holiday) may account for this result. 
The proportion of the response was lower than the 
target and despite the magnitude of the task, there was a 
need to increase the size of the samples. For these 
reasons, in depth interviews were necessary, and to gain 
the extensive, yet personal and confidential data 
required, it was considered essential that interviews be 
conduct personally. To facilitate the interviewing task, 
the same questionnaire was used, but subjects were also 
encouraged to discuss all their problems and experiences, 
in relation with a wide range of matters relevant to the 
small business failure. 
4.3.2. INTERVIEWS 
A return rate of mail responses (14.05 per cent) 
of small business failures could not be considered an 
adequate sample, given the sampling target of 30 per 
cent; and since it was anticipated that there would be a 
number of rejections to the approaches for an interview, 
a sample of slightly higher than 30 per cent was 
required. The intention was to approach a sufficiently 
large sample such that after rejections the interviews 
would cover at least 30 per cent of the population. 
It was then decided to approach a random sample of 
173 respondents which did not include any of those who 
sent back both useable responses and insufficient 
completion of the mail questionnaires. The lower the 
response rate in the initial mail survey, the higher the 
anticipated rejection rate which was anticipated for that 
district. Therefore, the balance of the sample was then 
selected according to the procedures as follows : 
1). The balance of the sample for each district was then 
selected from the original population less rhose who 
had responded to the mail ques-oionnaire (78 
responses) and for whom the questionnaire was 
returned by the postal service as 'the address is 
unknown' (102 responses). 
2). The remaining group was then subjected to a random 
sampling process. 
As a result, a total of 168 useful interviews were 
conducted with ex owner/manager throughout 16 districts 
of Bandung city. A very low rate of refusal (5 from 173) 
was experienced when ex owner/manager were contacted for 
interview. It was particularly noticeable that when 
arrangement were made to arrange interviews. "Che 
responses were very warm; perhaps indicating a serious 
desire for help by ex owner/managers. 
The researcher has also decided to approach both a 
total of 41 ex owner/manager who had previous sent in 
fully completed questionnaires and a total of 37 
questionnaires were incomplete in the previous mail 
survey (please refer to table 4.2). Table 4.3 below 
lists a total sample of this research project and it can 
be seen that all districts were represented. Although 
some districts were slightly over sample to ensure the 
questionnaire was adequately tested, except the Sukasari 
and Lengkong district; but when refusal or an inability 
to be interviewed was encountered, a replacement with a 
small business failure in the geographically closest 
district was immediately made. 
TABLE 4,3. 
TOTAL RESPONSES OF SMALL BUSINESS FAILURES IN 16 
DISTRICTS OF BANDUNG 
Mail responses 
and interview 









Bandung Wetan 9 
Astana Anyar 19 
Regol 20 
Batu Nunggal 11 
Lengkong 15 
Cibeunying 11 




















Source : * Mail questionnaire and interview data 
Since ail responses were verified by personal 
interviews, the researcher was able to check the validity 
of responses to questions which involved very intensely 
personal responses or those with cultural overtones. In 
particular answers to questions number 12, 13, 14, 20, 
22, and 23 were coded according to the researcher's 
interpretation of the facts as outlined by the 
respondents rather than on their direct responses to the 
questions. Whilst some loss of objectivity was seen as a 
possibility, nevertheless the opportunity to obtain 
'first hand' observable data was considered a useful and 
justifiable approach to reduce the possibility of bias. 
The final sample represented 37.44% of the 
original 657 small business firms which were identified 
as failures, and 44% if the sample excluding those whose 
address was no longer ascertainable. The sample was 
higher than target and is gratifying for that reason. It 
was obvious from the response received, particularly for 
interview that ex owner/manager of small business were 
very serious in their approach to this research project. 
4.4. SUMMARY 
This chapter began with the nature of the 
questionnaire. The tried and tested principles of 
questionnaire design were taken and attention was paid to 
all recommendations for improvements in the 
questionnaire. Every effort was made to build quality 
into the instrument, given the limited data resources and 
almost total lack of research into small business failure 
in Indonesia. There was only a very occasional paper from 
previous courses/training, but there was nothing 
particular to small business failure as well. 
However, in this research project, the samples are 
reasonable representations of the known populations 
(37.44 per cent from a sample basis of a 657 small 
business failures) ; the sample was higher than 30 per 
cent target and is gratifying for that reason. 
Finally, information was provided with the 
objective of establishing the quality of the data 
collection instrument. This is very important, as 
McKiernan (1980, p.87) noted that the fulcrum point of 
any research is a data collection instrument of quality 
and reliability. The objective of this part has been 
achieved by selection of the sample, pretesting of the 
questionnaire together with a presentation of the reasons 
why the methodology of the mail survey was chosen 
initially and followed by interviews to ensure the 
accuracy of the responses and to increase the response 
rate. 
Chapter Five 
Analysis and Interpretation of Data 
5.1. INTRODUCTION 
This chapter examines the complete data collected 
both in the mail survey and interview but not including 
the responses to the pretesting of the questionnaire, in 
an attempt to establish the relationships between the 
ocurrence of early small business failure and 
hypothesesed explanatory variables. 
The objective of this chapter is to clarify the 
nature of those relationship that exist in the data, 
adding verification or invalidation at standard degrees 
of confidence, where appropriate. In this light, it is 
hoped that the set of relationships can be neatly 
summarized and presented. Later, in this way a picture 
can be built up illustrating the make up of the problems, 
particularly for small businesses in Bandung, and to 
suggest the nature of small businesses problems in 
Indonesia. In some cases, interesting relationships are 
elaborated. To aid comprehension, the sequence of 
sections in 'analysis and intrepretation of data' follow 
the sequence of sections in 'hypotheses to be tested', 
as outlined in chapter III. 
The extensive task is approached through the 
utilisation of the chi-square formula with the Microstat 
Computer Package program. Tlie computed value for the 
observed and expected frequencies (in bracket) for each 
cell in the table are presented through table 5.2 until 
table 5.34 
5.2. ANALYSIS AND INTREPRETATION OF DATA 
For the purpose of investigating the relationship 
between early small business failure and the degree of 
formality associated with its small business operation, 
the sample of 246 small business firms as explained 
earlier was used. These firms were started up during the 
period 1983 to 1985. General background information is 
given below : 
Question 1 : When did you start your small business 
enterprise 7 
Response : Absolute Percentage Cumulative 
1983 : 90 36. 6 36. 6 
1984 : 78 31. 7 68. 3 
1985 : 78 31. 7 100.0% 
Totals : 246 100.0% 
Question 2 
Response 
When did you ceases your small business in 
terms of no production and no selling any 
more and you did not pav the c o n t . r i hution 
fee as well ? 
Absolute 1 Percentage Cumulative 
1983 41 16. 67 16. 67 
1984 59 23. 98 40. 65 
1985 66 26. 83 67. 48 
1986 39 15. 85 83. 33 
1987 25 10. 16 93. 49 
1988 16 6. 51 100,00% 
Totals : 246 100.00% 
(Note : contribution fee are paid monthly) 
It can be seen from table 5.1 below that for the 
three years 1983 to 1985 included, there were 246 small 
business starters in the sample; 108 failures in year 1 
of operations (43.90% of 246), 66 failures in year 2 
(26.83% of 246), and 72 failures in year 3 and over 
(29.27% of 246). 
TABLE 5.1. 
FAILDRES FROM EACH START UP YEAR (1983 - 1985) 
STARTUP F A I L U R E S 
YEAR YEAR 1 YEAR 2 YEAR 3 
TOTALS 
1983 41 27 22 90 
1984 32 19 27 78 
1985 35 20 23 78 
TOTALS 108 66 72 246 
For all cross tabulations that follow in this sub 
chapter, the small businesses failure breakdown is based 
on 'failures in year 1', 'failures in year 2', and 
'failures in year 3 and over' (> 3); i.e. 108, 66, 72 or 
the total of 246 starters in the sample. 
5.2.1. LOCATION 
Null hypotheses 1 : The timing of small business failure 
was unrelated to whether or not the 
small business firm was located in a 
shopping centre. 
Question 3 Did you carry on all production/storage 
activities at the same location as the 
selling activities ? 
(If you answer 'ves ' to question 3, do 






Absolute I Percentage 
Yes : 18 ! 7.32 
Was it located in a shopping centre ? 



















'no ̂  to question 3, it 
signified that you had a special place from 
which to sell your goods and service. Where 
was that place ? 
address 
Was it located in a shopping centre ? 










Totals : 228 
This research project determined that 26.02% of 
small business firms in the sample were located in 
shopping centres and performance of firms in each 
location are indicated in table 5.2. Form that table, a 
computed chi-square value of .480 (d,f.= 2 and p.= .7865) 
indicates that the timing small business failure for 
small business firms in Bandung was not dependent on 
locating in the shopping centre (as the selling 
location); at 5% level of significance. Therefore, the 
null hypotheses 1 would not be rejected. 
TABLE 5,2. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY 
SHOPPING CENTRE X NON SHOPPING CENTRE LOCATION 
(SELLING LOCATION) 
BUSINESS F A I L U R E 




















TOTALS 108 66 72 246 
CHI-SQUARE = .480, 
D.F. = 2, 
PROB. = .7865, 
CHI-SQUARE .05 = 5.991 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the choice of a 
shopping centre, in terms of selling location. 
Null hypotheses 2 : The timing of small business failure 
was unrelated to the proximity of the 
small business firm to the business 
location. 
Question 5 Would you classify your sales 1 ocatlon 
(question 3 and 4 above) as being 
0 In a business area 
0 Just out of a business area 
0 Well out of a business area 
0 At the city limits or perimeter 
The distribution of sample small business firms by 
business location in terms of selling location and 
performance of 
location are 
small business firms in each such 
indicated in table 5.3 below. 
TABLE 5.3, 
CROSSTAB / CHI-SQOARE TESTS 




F A I L U E E S 
TOTALS 





































TOTALS 108 66 72 246 
CHI-SQUARE ^ 20.113, 
D. F. = 6 , 
PROB. = 2.644E-03, 
CHI-SQUARE .01 = 16.812 
A computed chi-square value of 20. 113 (d.f.= 6 ; 
p.= 2.644E-03) indicates that the timing of small 
business failure for small business firms in Bandung and 
the proximity of the small business firm to the business 
location in terms of selling location were related to 
each other; the relationship is significant at the 1% 
level. Therefore, the null hypotheses 2 would be 
rejected. 
This research project has uncovered evidence to 
indicate that the proximity of the small business firm to 
the business area location, in terms of selling location, 
was associated with the timing of small business failure 
in Bandung - West Java Province - Indonesia. 
From the data in table 5,3., it can be seen that 
early failure (failure in the first year) was more likely 
to occur for small business firms in the 'business area' 
and 'just out of a business area' respectively in terms 
of selling location; 55.32% and 50.85% failed in the 
first year compared to an expected value of 43.90%. 
Later failure (failure in the third year and over) was 
more likely to occur for small business firms 'well out 
of a business area' and 'at the city limits or perimeter' 
respectively; 45.65% and 40.43% failed in the third year 
and over related to an expected value of 29.27%. 
Further analysis combining categories ' in a 
business area' and 'just out of a business area' (in 
terms of selling location) to give a composite category 
of 'in a business area or nearby', compared to small 
business firms 'not in a business area or nearby' 
(combining categories 'well out of a business area' 
and 'at the city limits or perimeter'); was 
statistically significant at a probability of 
9.240E-05. Table 5.3. (1) will show that futher analysis. 
TABLE 5.3. fn. 
CROSSTAB /CHI-SQUARE TESTS 




F A I L U i ̂ E S 
TOTALS 
YEAR 1 YEAR 2 YEAR 3 




















TOTALS 108 66 72 246 
CHI-SQUARE 18. 579 
D.F. = 2, 
PROB. = 9.240E-05, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that running or start up small 
business firms in the 'area of business or nearby', in 
terms of selling location was more risky amongst these 
failing firms than was 'not in the area of business or 
nearby'. Small business firms in the 'area of business 
or nearby' category was over represented in year 1, 
and under represented both in year 2 and year 3 (and 
over). This was in stark contrast to small business 
firms in the 'non area of business or nearby' category 
which was under represented in year 1, and over 
represented both in year 2 and in year 3 (and over). 
Null hypotheses 3 : The tiraing of small business failure 
was unrelated to the population of 
the business district in which the 
small business firm was located. 
Geographical distribution of sample firms 
according to the population centres in selling location, 
and relative performance of firms in these locations is 
given in the following table. 
TABLE 5.4. 
CROSSTAB / CHI-SQOARE TEST 




F A I L U I 
1 
^ E S 
TOTALS 























































TOTALS 108 66 72 246 
CHI-SQUARE = 12.830, 
D.F. = 10, 
PROB. = .2334, 
CHI-SQUARE .05 = 18.307 
The measured relationship between the timing of 
small business failure and the population of the business 
district (in selling location), in which the small 
business firm was located was not signifin.^nt (chi-
square = 12.830; d.f.=: 10 and p, = .2334) at the 5% 
level of significance. Therefore, the null hypotheses 3 
would not be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the population of 
the business district in which the small business firm 
sales outlet was located. 
Null hypotheses 4 : The timing of small business failure 
was unrelated to the district in 
which the small business firm was 
located. 
The distribution of sample firms according to the 
district of Bandung City, and performance of firms in 
these districts is given in table 5.5. 
A computed chi-square value of 19.357 (d.f. = 26; 
p. = .8210) indicates that the timing of small busines.s 
failure for small business firms in Bandung was not 
dependent on the district (in terms of selling 
location) in which the small business firm was located; 
at the 5% of significance. Therefore, the null 
hypotheses 4 would not be rejected. 
TABLE 5.5. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY DISTRICT OF BANDUNG CITY 
(SELLING LOCATION) 
DISTRICT 
F A I L U E ̂ E S 
TOTALS 










































































TOTALS 108 66 72 246 
CHI-SQUARE ^ 7.378, 
D.F. = 16, 
PROB. ^ .9653, 
CHI-SQUARE .05 = 38.885 
Note : The chi-.square test requires that the expected 
frequencies (Eij's) in each cell should not be too small. 
Cochran (1954) recommends that for chi square tests with 
df larger than 1 (that is, when either k or r is larger 
than 2), fewer than 20 % of the cells should have an 
expected frequency of less than 5, and no cell should 
have an expected frequency of less than 1 (Siegel, 1980, 
p. 178); also refer to Ott, Larson, Mendenhall (1983, 
pp.303-304). 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the choice of 
selling location, in this case propensity to choose one 
of the districts close to the GPO. 
Null hypotheses 5 : The timing of small business failure 
was unrelated to the geographical 
division of the Bandung City in which 
the small business firm was located. 
This research project determined that 23.58% of 
small business firms in the sample were located in the 
central of Bandung City (in terms of selling location) 
and performance of firms in each division of the Bandijj>ng 
City are indicated in table 5.6. 
A computed chi-square value of 3.447 (d.f. = 8 and 
p. = .9033) indicates that the timing of small business 
failure for small business firms in Bandung was not 
dependent on the division of the Bandung City (in terms 
of selling location) in which the small business firm 
was located; at the 5% level of significance. Therefore, 
the null hypotheses 5 would not be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the choice of 
selling location, in this case the geographical division 
of the Bandung City. 
TABLE 5.6. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY THE GEOGRAPHICAL DIVISION OF THE BANDUNG CITY 
(SELLING LOCATION) 
DIVISION 
F A I L U i ̂ E S 
TOTALS 




































TOTALS 108 66 72 246 
CHI-SQUARE = 3.447, 
D. F. = 8 , 
PROB. = .9033, 
CHI-SQUARE .05 = 15.507 
Note : As for table 5.5. 
Null hypotheses 6 : The timing of small wholesale 
business was unrelated to whether or 
not the small wholesale business was 
located in a business area. 
This research project determined that 42.31% of 
small wholesale business firms in the sample were 
located in business area (in terms of selling location) 
and performance of firms in these locations is given in 
table 5.7. 
From the table 5.7., a computed chi-square value 
of 2.433 (d.f. = 2 and p. .2963) indicates that the 
timing of failure of small wholesale businesses in 
Bandung was not dependent upon whether or not the small 
wholesale business was located in a business area; at 5% 
level of significance. Therefore, the null hypotheses 6 
would not be rejected. 
TABLE 5.7. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY BUSINESS AREA X NON BUSINESS AREA 




F A I L U E ? E S 
TOTALS 



















TOTALS 19 17 16 52 
CHI-SQUARE = 2.433, 
D.F. = 2, 
PROB. = .2963, 
CHI-SQUARE .05 = 5.991 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small wholesale business failure in Bandung 
West Java Province - Indonesia, was influenced by the 
choice of a business area location in terms of their 
selling location. 
Null hypotheses 7 : The timing of small retail business 
failure was unrelated to whether or 
not the small retail business was 
located in a business area. 
The distribution of sample firms according to the 
business locations for retail business (in terms of 
selling location), and the performance of firms in these 
locations is given in table 5.8. 
Table 5.8. shows that early failure was more 
likely to occur for small retail business firms in the 
'business area' in terms of selling location; 63.64% 
failed in the first year compared to an expected value 
44.54%. Those at 'non business area' were significantly 
less likely to fail earlier; 47.17% failed in the third 
year and over for small retail business firms in the 'non 
business area', compared to an expected value of 26.89%. 
TABLE 5.8. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY BUSINESS AREA X NON BUSINESS AREA 




F A I L U E < E S 
TOTALS 



















TOTALS 53 34 32 119 
CHI-SQUARE = 27. 161, 
D. F. =2, 
PROB. = 1.265E-06, 
CHI-SQUARE . 001 = 13 815 
A computed chi-square value of 27.161 (d.f. ~ 2 
and p. = 1.265E-06 indicates that the timing of small 
retail business failure in Bandung and the choice 
of selling location, whether or not the small retail 
business was located in a business area were strongly-
related to each other; the relationship is significant 
at p. < .001. Therefore, the null hypotheses 7 would be 
rejected. 
This research project has uncovered evidence to 
indicate that the choice of selling location, in this 
case whether or not the small retail business was located 
in a business area was associated with the timing of 
small business retail failure in Bandung - West Java 
Province - Indonesia. 
Null hypotheses 8 : The timing of small retail business 
failure was unrelated to whether or 
not the small retail business was 
located in a shopping centre. 
This research project determined that 53.78% of 
small business firms in the retail business sample were 
located in shopping centre in terms of their selling 
location and performance of firms in these locations is 
given in table 5.9. 
The measured relationship between the timing of 
small retail business failure and the choice of selling 
location, whether or not the small retail business was 
located in a shopping centre was not significant (chi-
square = .085; d.f. = 2 and p. = .9583) at the 5% level 
of significance. Therefore, the null hypotheses 8 would 
not be rejected. 
TABLE 5.9, 
CROSSTAB / CHI-SQOARE TESTS 
FAILORES BY SHOPPING CENTRE X NON SHOPPING CENTRE 
LOCATION FOR RETAIL BUSINESS 
(SELLING LOCATION) 
BUSINESS F A I L U R E S 
1 1 
1 ! 




















TOTALS 53 34 ; 32 I 119 ; i 1 
CHI-SQUARE .085, 
D. F. = 2 , 
PROB. = .9583, 
CHI-SQUARE .05 5.991 
There was no statistically significan^ evidence 
to indicate that the time of small retail business 
failure in Bandung - West Java Province - Indonesia, was 
influenced by the choice of selling location, tha^ was 
whether or not the small retail business was located in a 
shopping centre. 
5.2.2. GEARING OPERATION 
Null hypotheses 9 : The timing of small business failure 
was unrelated to gearing ratios of 
the small business firm. 
Question 6 
Response 
Did you use gearing to support 
s m a l l business, when you ran 
small business ? 
(If y o u answer 'nil' to q u e s t i o n 6, 



















Question 7 : How large was that p r o p o r t i o n , compared with 
your own capital ? 
0 High > 60% 
0 Medium 
0 Low < 40% 
The d i s t r i b u t i o n of sample firms on the basis of 
their gearing ratio is shown in table 5.10. 
The data from table 5.10., indicates that there 
was a significant rRlationshi p between the timing of 
small business failure in Bandung and gearing 
ratios. The r e l a t i o n s h i p was significant at the 1% level. 
Therefore, the n u l l hypotheses 9 would be rejected. A 
computed c h i - s q u a r e value = 13.802 , d.f. = 4 and p. = 
7.956E-03. 
This r e s e a r c h project has uncovered evidence to 
indicate that the gearing ratios of the small business 
firm was a s s o c i a t e d with the timing of small business 
failure in Bandung - West Java Province - Indonesia. 
T A B L K 5. 
C R O S S T A B / C H I - S Q U A R E TESTS 
F A I L U R E S B Y G E A R I N G RATIOS 
GEARING 
RATIOS 
F A I L U i E S 
TOTALS 
YEAR 1 YEAR 2 YEAR 3 
HIGH 
























TOTALS 108 66 72 246 
CHI-SQUARE = 13.802, 
D.F. = 4, 
PROB. 7 . 9 5 6 E - 0 3 , 
CHI-SQUARE .01 = 13.277 
The data in table 5.10 has indicated that early 
failure (failure in the f i r s t year) was more likely to 
occur for small business firms with 'heavy gearing 
ratios ( > 60%)'; 5 1 . 0 6 % failed in the first year 
compared to an e x p e c t e d value of 43.90%. Later failure 
(failure in the third year and over) was more likely to 
occur for small business firms with 'low gearing ratios 
( < 40%)'; 50% f a i l e d in the third year compared to an 
expected value of 29.27%. 
Further a n a l y s i s , comparing small business firms 
with categories 'high g e a r i n g ratios ( > 6 0 % ) ' and 'low 
gearing ratios ( < 4 0 % ) ' , was statistically significant 
at a p r o b a b i l i t y of 2 . 0 2 9 E - 0 3 . Table 5.10.(1) will show 
that further a n a l y s i s . 
TABLE 5. 10. rn, 
CROSSTAB / CHI-SQOARE TESTS 
FAILURES BY GEARING RATIOS 
GEARING 
RATIOS 
F A I L U I ̂ E S 
TOTALS 
YEAR 1 YEAR 2 YEAR >> 3 
HIGH 

















TOTALS 82 47 48 177 
CHI-SQUARE = 12.401, 
D.F. = 2, 
PROB. = 2.029E-03, 
CHI-SQUARE .01 = 9.210 
On the above table, the statistically significant 
relationship reflects a marked contrast; small business 
firms with 'high gearing ratios ( > 60%) ' category was 
over represented in year 1, whilst small business firms 
with 'low gearing ratios ( < 40%) ' category was over 
represented in year 3 (and over). It would appear that it 
was very risky to run small business firms with 'high 
gearing ratios ( > 60%)' than it was to run with 'low 
gearing ratios ( < 40%)'. 
5.2.3. MARKET SURVEY 
Null hypotheses 10 : The timing of small business failure 
was unrelated to whether or not the 
small business firm conducted a 
market survey. 
Question 18 : Did you do any market survey, either before 
you started up your small business or 
whilst you ran your small business ? 
0 Yes 
0 No 
In this research project, sample owner/manager 
were asked whether or not a market survey had been 
undertaken, before they started up their small business 
or whilst they ran their small business. The data are 
presented in table 5.11 below. 
TABLE 5.11. 
CROSSTAB / GHI-SQOARE TESTS 
FAILURES BY CONDUCT OF A MARKET SURVEY 
F A I L U i ̂ E S 
TOTALS 















TOTALS 108 66 72 246 
CHI-SQQARE :: 14.687, 
D.F. = 2 , 
PROB. = 6.469E-04, 
CHI-SQUARE .001 = 13.815 
On the above table, it can be seen that the market 
survey before the small business firm was started up or 
during business operations has strongly ?i ^nifleantly 
association with the timing of small busines.-i failure in 
Bandung (chi-square = 14.687; d.f. = 2 and p. = 6.469E-
04); significant at p.< .001. Therefore, the null 
hypotheses 10 would be rejected. 
From table 5.11, it can be seen that early failure 
(failure in the first year) was more likely to occur for 
small business firms had not conducted a 'market survey'., 
whether before the small business firm was started up or 
during business operations; 49.50% failed in the first 
year compared to an expected value of 43.90%. Later 
failure (failure in the third year and over) was more 
likely to occur for small business firms that had 
conducted a 'market survey'; 45.45% failed in the third 
year and over compared to an expected value of 29.27%. 
This research project has uncovered evidence to 
indicate that the conduct of a market survey was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
5.2.4. FINANCIAL DATA 
Null hypotheses 11 : The timing of small business failure 
was unrelated to the use made of 
of financial data for managing of 
the small business failure, as 
assessed by the researcher on the 
basis of information supplied by the 
respondents. 
Question 23 : How well did you use financial dat-a for 
managing, whilst you ran your small 
business ? 
0 Excellent - Good 
0 Average - Below average 
0 Rarely/Never/Poorly 
The distribution of sample firms according to the 
reseacher's classification in relation to the use of the 
financial data for managing, and performance of firms in 
each classification are given in table 5.12. 
The data in table 5.12 has indicated that the 
researcher's classification in relation to the use of the 
financial data for managing was shown to be related to 
the timing of small business failure in Bandung (chi-
square = 13.550, d.f. = 4 and p. - 8.879E-03). The 
relationship was significant at the 1% level. Therefore, 
the null hypotheses 25 would be rejected. 
TABLE 5. 12, 
CROSSTAB / CHI-SQUARE TESTS 




F A I L U E E S 
TOTALS 





























TOTALS 108 66 72 246 
CHI-SQUARE = 13.550, 
D.F. = 4, 
PROB. = 8.879E-03, 
CHI-SQUARE .01 = 13.277 
This research project has uncovered evidence to 
indicate that the researcher classification of the use of 
financial data for managing was associated with the 
timing of small business failure in Bandung - West Java 
Province - Indonesia. 
From the data in table 5.12, it can be seen that 
early failure (failure in the first year) was more likely 
to occur for small business firms in Bandung with 
frequency and competence rarely/never/poorly, in terms of 
'use of financial data for managing'; 60.76% failed in 
the first year compared to an expected value of 43.90%. 
Later failure (failure in the third year and over) was 
more likely to occur for small business firms with 
frequency and competence excellent - good, in terms of 
'use of financial data for managing'; 34.62% failed in 
the third year and over compared to an expected value of 
29.27%. 
Further analysis combining categories 'excellent -
good' and 'average - below average' to give a composixe 
category of small business firms 'use of financial data', 
compared to small business firms 'rarely/never/poorly use 
of financial data'; was statistically significam: at a 
probability of 1.212E-03. Table 5.12.(1) will show that 
further analysis. 
This statistically significant relationship 
reflects the fact that small business firms in the 
category of 'use of financial data' was under represented 
in year 1, the percentage of small business firms which 
failed in the first year (35.95%) was low compared to an 
expected value of 43.90%. Contrast this with small 
business firms in the 'rarely/never/poorly use of 
financial data' category, which was over represented in 
year 1, the percentage of small business firms which 
failed in the first year (60.76%) was large compared to 
an expected value of 43.90%. It has indicated that it was 
more risky to run small business firms with rarely/never/ 
poorly use of financial data. 
TABLE 5.12,(1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY USE OF FINANCIAL DATA FOR MANAGING 
F A I L fJ t 
1 1 
i E S ; 
YEAR 1 YEAR 2 
1 i vv i nJ-itJ 




















16 : 79 
(23.12) ; 
TOTALS 103 66 ; 72 ; 246 i 1 
CHI-SQUARE = 13.431, 
D. F. = 2 , 
PROB. = 1.212E-03, 
CHI-SQUARE .01 = 9.210 
5.2.5. GASH BUDGET 
Null hypotheses 12 The timing of small business failure 
was unrelated to whether or not the 
small business firm prepared a cash 
budget before the small business 
firm was started up. 
Question 19 : Did you prepare a cash budge t. before you 
started up your small business ? 
0 Yes 
0 No 
This r e s e a r c h project determined that 58.54% of 
small business firms in the sample had not prepared a 
cash b u d g e t , and the data are given in table 5.13. 
The data from table 5. 13. , shows that the 
r e l a t i o n s h i p between the timing of small business failure 
for small business in Bandung and the preparation of a 
cash budget prior to start up, was not significan t at the 
5% level of significance. 
TABLE 5.13. 
C R O S S T A B / CHI-SQUARE TESTS 
FAILURES BY PREPARATION OF A C A S H BUDGET 
F A I L U R E S 
















TOTALS 108 66 72 246 
CHI-SQUARE 1.161, 
D.F. 2, 
PROB. = .5596, 
CHI-SQUARE .05 = 5.991 
A computed chi-square value = 1.161, d.f. = and 
p. = .5596; t h e r e f o r e , the null hypotheses 12 would not 
be rejected. This research project has uncovered no 
s t a t i s t i c a l l y significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by whether or not 
the small business firm prepared a cash budget before the 
small business firm started up. 
Null hypotheses 13 : The timing of small business failure 
was unrelated to the researcher's 
classification in relation to the 
use of cash budgeting during 
business operations. 
Question 20 : How well did you use cash budgeting, whilst 
you ran your small business ? 
0 Consistently and well 
0 Occasionally 
0 Rarely/Never/poorly 
This research project determined that 51.22% of 
small business firm in the sample were classified 
rarely/never/poorly, in relation to the use of cash 
budgeting during business operations. Performance of 
firms in each classification are indicated in table 5.14. 
Whereas the preparation of a cash budget before 
the small firm was started up, had no statistical 
relationship with the time of small business failure 
(please refer to table 5.13.); the researcher's 
classification in relation to the use of cash budgeting 
during business operations was related to the timing of 
small business failure in Bandung (chi-square = 15.307, 
d.f. = 4 and p. = 4.105E-03). The relationship was 
significant at the 1% level. Therefore, rhe null 
hypotheses 13 would be rejected. 
TABLE 5.14, 
CROSSTAB / CHI-SQUARE TESTS 




F A I L U I i E S 
TOTALS 




























TOTALS 108 66 72 246 
CHI-SQUARE = 15.307, 
D.F. 4, 
PROB. = 4.105E-03, 
CHI-SQUARE .01 = 13.277 
It can be seen from the data in table 5. 14. , that 
early failure (failure in the first year) was more likely 
to occur for small business firms which 
'rarely/never/poorly use cash budgeting' during 
business operaton; 55.56% failed in the first year 
compared to an expected value of 43.90%. Later failure 
was more likely to occur for small business firms 
used cash budgeting 'consistently and well' during 
business operation; 39.62% failed in the third year and 
over related to an expected value of 29.27%. 
This research project has uncovered evidence to 
indicate that the researcher's classification in relation 
to the use of cash budgeting during business operations 
was associated with the timing of small business failure 
in Bandung - West Java Province - Indonesia. 
Further analysis combining categories 
'consistently and well' with 'occasionally' to give a 
composite category of 'use of cash budgeting', compared 
to small business firms in the category 
'rarely/never/poorly use of cash budgeting', was 
statistically significant at a probability of 7.796E-04 
(significant at p. < .001). Table 5.14.(1) will show that 
further analysis. 
TABLE 14. (1). 
CROSSTAB /CHI-SQaARE TESTS 
FAILURES BY USE OF CASH BUDGETING 
F A I L U E < E S 
TOTALS 
YEAR 1 YEAR 2 YEAR > 3 

























CHI-SQUARE = 14.313, 
D.F. = 2 , 
PROB. = 7.796E-04, 
CHI-SQUARE .001 = 13.815 
As table 5.14.(1) suggests, the use of cash 
budgeting during business operation had .strongly  
.signifleant association with the timing of small business 
failure in Bandung; significant at p. < .001. Small 
business firms in the category of 'use of cash budgeting' 
was over represented in year 3 and over; contrast this 
with small business firms in the category of 
'rarely/never/poorly use of cash budgeting', who was over 
represented in year 1. It would appear that it was more 
risky to run small business firms with 
poor use of cash budgeting. 
5.2.6. BOOKKEEPING 
Null hypotheses 14 : The timing of small business failure 
was unrelated to the researcher's 
classification of the adequacy of 
the bookkeeping records. 
Question 14 : How well did you use bookkeeping—?:ecQrds.. 
whilst you ran your small business ? 




Good bookkeeping records are the source of 
information. In this research project, the researcher 
reviewed- the bookkeeping records in each firm, and an 
evaluation was made as to the adequacy or otherwise of 
these records are indicated in table 5.15. 
As table 5.15 suggests, the researcher's 
classification of the adequacy of the use of bookkeeping 
records had .ĉ t-rnnglv significantly associated with the 
timing of small business failure in Bandung (chi-square = 
27.678, d.f. = 6 and P. = 1.080E-04); significant at 
p. < .001. Therefore, the null hypotheses 14 would be 
rejected. 
TABLE 5,15. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY ADEQUACY OF USE OF BOOKKEEPING RECORDS 
ADEQUACY 
F A I L U E E S 
TOTALS 

































TOTALS 108 66 72 246 
CHI-SQUARE = 27.678, 
D. F. - 6 , 
PROB. = 1.080E-04, 
CHI-SQUARE .001 = 22.457 
This research project has uncovered evidence to 
indicate that the researcher's classification of the 
adequacy of the use of bookkeeping records was associated 
with the timing of small business failure in Bandung -
West Java Province - Indonesia. 
The early failure (failure in the first year) was 
more likely to occur for small business firms in Bandung 
with 'inadequate' and 'poor/non existent' use of 
bookkeeping records respectevily; 49.12% and 60.23% 
failed in the first year compare to an expected value of 
43.90%. Later failure (failure in the third year and 
over) was more likely to occur for small business firms 
in Bandung with 'adequacy of use of bookkeeping records 
excellent - good'; 50.00% failed in the third year and 
over related to an expected value of 29.27%. 
Further analysis combining categories 'excellent -
good' and 'average', to give a composite category 
'adequate', compared to small business firms in the 
category 'inadequate' (combining categories 'inadequate' 
and 'poor/non-existent'); the result was statistically 
significant at a probability of 2.495E-05 (significant 
at p. < .001). Table 5.15.(1) will show that further 
analysis. 
TABT.E 15. (1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY ADEQUACY OF USE OF BOOKKEEPING RECORDS 
F A I L a R E S 
ADEQUACY 
















TOTALS 108 66 72 246 
CHI-SQUARE =21. 197, 
D.F. = 2, 
PROB. = 2.495E-05, 
CHI-SQUARE .001 = 13.815 
The measured relationship in this further analysis 
reflects the fact that small business firms in the 
'adequate' category was under represented in year 1, but 
over represented in year 3 and over. This situation was 
in stark contrast to small business firms in the 
'inadequate' category, who was over represented in year 1 
and under represented in year 3 and over. This situation 
had indicated that it was very risky to run small 
business firms without capacity for using bookkeeping 
records. 
Null hypotheses 15 : The timing of small business failure 
was unrelated to the frequency of 
bookkeeping reports. 
Question 15 : How often were bookkeeping reports 
produced. whilst you ran your small 
business ? 
0 At least monthly 
0 Quarterly 
0 Half yearly 
0 Annually 
The frequency with which bookkeeping data were 
converted to meaningful operating reports are indicated 
in table 5.16. 
The relationship between the frequency of 
bookkeeping reports and the timing of small business 
failure in Bandung was .statistically significant (chi-
square = 19.120, d.f. = 6 and p. = 3.965E-03). The 
relationship was significant at the 1% level. Therefore, 
the null hypotheses 15 would be rejected. 
This research project has uncovered evidence to 
indicate that the frequency of bookkeeping reports was 
associated with the timing of small business failure 
Bandung - West Java Province - Indonesia. 
TABLE 5.16. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY FREQUENCY OF BOOKKEEPING REPORTS 
in 
FREQUENCY 
F A I L U i ? E S 
TOTALS 































TOTALS 108 66 72 246 
CHI-SQUARE = 19.120, 
D.F. = 6, 
PROB. = 3.965E-03, 
CHI-SQUARE .01 = 16.812 
Table 5.16 has indicated that early failure 
(failure in the first year) was more likely -co occur for 
small business firms in Bandung with 'frequency of 
bookkeeping reports annually'; 57.52% failed in the first 
year compare to an expected value of 43.90%. Later 
failure (failure in the third year and over) was more 
likely to occur for small business firms in Bandung with 
'frequency of bookkeeping reports at least monthly , 
'quarterly' and 'half yearly' respectively; 4k:. 86%, 
39.02% and 35.09% failed in the third year and over 
compared to an expected value of 29.27%. 
Further analysis combining categories 'at least 
monthly', 'quarterly' and 'half yearly', to give a 
composite category of 'more frequent', compared to small 
business firms in the category 'annually'; the result was 
statistically significant at a probability of 1.467E-04 
(significant at p. < .001). Table 5.16.(1) will show that 
further analysis. 
TABLE 5.16,(1). 
CROSSTAB / CHI-SQDARE TESTS 
FAILURES BY FREQUENCY OF BOOKKEEPING REPORTS 
FREQUENCY 
F A I L a Î ̂ E S 
TOTALS 























CHI-SQUARE = 17.654, 
D.F. :: 2, 
PROB. = 1.467E-04. 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms with 
frequency of bookkeeping reports 'annually', were 
significantly more likely to fail earlier; 57.52% failed 
in the first year compare to an expected value of 43.90%. 
This was in contrast to small business firms with 'more 
frequent' preparation of bookkeeping reports. They were 
significantly less likely to fail earlier. It would 
appear that it was very difficult to run small business 
firms just with annual bookkeeping reports. 
5.2.7. ADVICE TAKING 
Null hypotheses 16 : The timing of small business failure 
was unrelated to the number of 
knowledgeable persons / sources 
consulted about the proposed 
bus iness. 
Question 16 : How many knowledgeable persons/sources were 
consulted about your proposed small 
business, when you started up ? 
0 1 to 3 persons 
0 4 to 6 persons 
0 More than 7 persons 
Sample owner/manager was asked to state the number 
of such persons/sources with whom he/she had sought 
counsel about the proposed business, and these data are 
given in table 5.17. 
A computed chi-square value of 23.410 (d.f. = 4 
and p. = 1.048E-04) indicates that the timing of small 
business failure for small business firms in Bandung and 
the number of knowledgeable persons/sources consulted 
about proposed business were strongly related—tQ— 
other: significant at p. < .001. Therefore, the null 
hypotheses 16 would be rejected. 
This research project has uncovered evidence to 
indicate that the number of knowledgeable persons/sources 
consulted about proposed business was associated with the 
timing of small business failure in Bandung - West Java 
Province - Indonesia. 
TABLE 5.17. 
CROSSTAB / CHI-SQOARE TESTS 
FAILURES BY NUMBER OF KNOWLEDGEABLE PERSONS/SOURCES 




F A I L U 1 ̂ E S 
TOTALS 
YEAR 1 YEAR 2 YEAR >> 3 





















TOTALS 108 66 72 246 
CHI-SQUARE ^ 23.410, 
D.F. = 4, 
PROD. = 1.048E-04, 
CHI-SQUARE .001 = 18.465 
The data from table 5.17 is indicative that early 
failure (failure in the first year) was more likely to 
occur for small business firms in Bandung with '7 or 
more' persons/sources consulted about the proposed 
business; 63.22% failed in the first year compared to an 
expected value of 43.90%. Later failure (failure in the 
third year and over) was more likely to occur for small 
business firms with '1 to 3' and '4 to 6' number of 
persons/sources consulted about proposed business 
respectevily; 36.59% and 36.36% failed in the third year 
and over compared to an expected value of 29.27%. 
Further analysis combining categories '1 to 3 ' and 
'4 to 6 ' to give a compocite category of '1 to 6 ' 
number(s) of knowledgeable persons / sources consulted 
about proposed business; compared to small business firms 
in the category '7 or more', was statistically 
s i g n i f i c a n t at a probability of 2.352E-05 (significant at 
p. < .001). Table 5.17.(1) will show that further 
analysis. 
TABLE 5. 17. (1). 
CROSSTAB / CHI-SQDARE TESTS 
FAILURES BY NUMBER OF KNOWLEDGEABLE PERSONS/SOURCES 
CONSULTED ABOUT PROPOSED BUSINESS 
NUMBER OF 
P E R S O N S / 
SOURCES 
F A I L iJ E ̂ E S 
TOTALS 
YEAR 1 YEAR 2 YEAR >> 3 
1 TO 6 




















CHI-SQUARE = 21.315, 
D.F. = 2 , 
PROB. = 2.352E-05, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms in the 
'7 or m o r e ' knowledgeable persons/sources category was 
over represented in year 1, in contrast to the '1 to 6 
number of knowledgeable persons/sources category which 
was over represented in year 3 and over. This data has 
indicated that small business firms consulted about 
proposed business to '7 or more' number of persons / 
sources, was more likely to fail earlier. 
Thus, it was more difficult to establish small 
business firms with '7 or more' persons/sources consulted 
about proposed business than it was to start with smaller 
size persons/sources consulted about proposed business. 
Null hypotheses 17 : The timing of small business failure 
was unrelated to the type of 
person/organisation consulted for 
start up advice. 
Question 17 : Prior to your start up in small business, 
the first consultation has had with : 
0 Bank Manager/Staff 
0 Someone in Business 
0 Trade Supplier(s) 
0 Trade Association 
0 Government Counsellor 
0 Consultant 
0 Previous Employer 
0 Other 
Sample owner/manager was asked to state the type 
of person/organisation consulted for start up advice with 
whom he/she had sought counsel, and these data are given 
in table 5.18. 
The relationship between the r.iming of small 
business failure for small business firms in Bandung and 
the type of person/organisation consulted for start up 
advice, was not significant at the 5% level of 
significance. A computed chi-square value = 4.583, 
d.f. = 14 and p. = .9908 ; therefore, the null hypotheses 
17 would not be rejected. 
TABLE 5.18. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY TYPE OF PERSON/ORGANISATION CONSULTED 
FOR START UP ADVICE 
PERSONS/ 
SOURCES 
F A I L U E ̂ E S 
TOTALS 






































































TOTALS 108 66 72 246 
CHI-SQUARE = 4.583, 
D.F. 14, 
PROB. = .9908, 
CHI-SQUARE .05 = 23.685 
This research project has uncovered no 
statistically significant evidence to indicate that r.he 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the type of 
person/organisation consulted for start up advice. 
Null hypotheses 18 : The timing of small business failure 
was unrelated to whether or not the 
small business firm had used the 
external advice. 
Question 28 : Did you make use of external advice, whilst 
you ran your small business ? 
(If you answer 'n̂ i' to question 28, do not 




The distribution of sample small business firms by 
use of external advice whilst the small business firm was 
running are indicated in table 5.19. 
The chi-square value computed from table 5.19 
(chi-square = 28.170, d.f. = 2 and p. = 7.638E-07) 
indicates a strong relationship between the timing of 
small business failure in Bandung and use of external 
advice; significant at p. < .001. Therefore, .̂he null 
hypotheses 18 would be rejected. 
The data has indicated that early failure was 
more likely to occur for small business firms that 'had 
not used external advice', whilst the small business firm 
was running; 58.46% failed in the first year compare to 
an expected value of 43.90%. Later failure was more 
likely to occur for small business firms that 'had used 
external advice', whilst the small business firm was 
running; 43.10% failed in the third year and over related 
to an expected value of 29.27%. 
TABLE 5.19. 
CROSSTAB / CHI-SQDARE TESTS 
FAILURES BY USE OF EXTERNAL ADVICE 
F A I L U R E S 
















TOTALS 108 66 72 246 
CHI-SQUARE = 28. 170, 
D.F. = 2 , 
PROB. = 7.638E-07, 
CHI-SQUARE .001 = 13.815 
This research project has uncovered evidence to 
indicate that use of external advice was associated with 
the timing of small business failure in Bandung - West 
Java Province - Indonesia. 
Null hypotheses 19 The timing of small business failure 
was unrelated to type of external 
advice used whilst the small 
business firm was running. 
Question 29 : Whilst you ran your small business, the 
most intensive type of external advice 
which was consulted was : 
0 Bank Manager/Staff 
0 Trade Association 
0 Government Counsellor 
0 Trade Supplier(s) 
0 Consultant 
0 Someone in Business 
0 Previous Employer 
0 Others 
The distribution of sample small business firms by 
the raost intensive type of external advice consulted 
after the small business firm was running are indicated 
in table 5.20. 
TABLE 5.20. 
C R O S S T A B / CHI-SQUARE TESTS 




F A I L U E E S 
TOTALS 
YEAR 1 YEAR 2 YEAR » 3 
BANK M A N A G E R / 





















































TOTALS 32 34 50 116 + 
CHI-SQUARE = 25.426, 
D.F. = 10, 
PROB. ^ 4 . 5 9 4 E - 0 3 , 
CHI-SQUARE .01 = 23.209 
Note : As for table 5.5. 
* Combining adjacent categories so as to 
increase the Eij's in the various cell, 
because the requirements as cited in table 
5.5 are not met by the data in the form in 
which they were originally collected. 
+ The total represents those small business 
firms which had used external advice (please 
refer to table 5.19.). 
The data from table 5.20 indicates the significant 
relationship between the timing of small business failure 
for small business firms in Bandung and the most 
intensive type of external advice consulted, after the 
small business firm was running. The relationship was 
significant at the 1% level (chi-square = 25.426, d.f. = 
14 and p. = 4.594E-03). Therefore, the null hypotheses 19 
would be rejected. 
This research project has uncovered evidence to 
indicate that the most intensive type of external advice 
consulted, after the small business firm was running was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
It may be seen from the data in table 5.20, that 
early failure was more likely to occur for small business 
firms had most intensive consulted to 'someone in 
business', after the small business firm was running; 
73.68% failed in the first year compare to an expected 
value of 27.59%. Later failure was more likely to occur 
for small business firms that had mainly consulted to the 
combination of 'Bank Manager/Staff and 'Government 
counsellor', after the small business firm was running; 
53.85% failed in the third year and over related to an 
expected value of 43.10%. 
Further analysis combining categories Bank 
Manager/Staff', 'Government counsellor', 'Trade 
association', 'Trade supplier(s)', 'Consultant', 
'Previous employer' and 'Others' to give a composite 
category of 'other than someone in business' as the most 
intensive type of external which had been used during the 
small business was running; compared to small business 
firms in the category 'someone in business', was 
statistically significant at a probability of 4.750E-06. 
Table 5.20.(1) will show that further analysis. 
TABLE 5.20. fl). 
CROSSTAB / CHI-SQUARE TESTS 




F A I L U E < E S 
TOTALS 




















TOTALS 32 3 4 50 116 
CHI-SQUARE = 24.515, 
D. F. = 2 , 
PROB. = 4.750E-06, 
CHI-SQUARE .001 = 13.815 
It can be seen from the data in table 5.20.(1) 
that early failure (failure in the first year) was more 
likely to occur for small business firms that had most 
intensively consulted to 'someone in business'. The fact 
that small business firms in the category 'someone in 
business' was over represented in year 1 but 'or.her than 
someone in business category' was over represented in 
year 3 and over. Thus it would appear that it was more 
risky to contact 'someone in business' as the type of 
external advice consulted, whilst the small business was 
running than it was to contact 'other than someone in 
business '. 
Null hypotheses 20 : The timing of small business failure 
was unrelated to the range of 
external advisory sources used 
whilst the small business firm was 
running. 
Question 30 : What number of external advisory sources 
were used, whilst you ran your small 
business ? 
0 None 
0 1 or 2 persons 
0 3 or 4 persons 
0 More than 4 persons 
The distribution of sample small business firms by 
range of external advisory sources used whilst the small 
business firm was running are indicated in table 5.1̂ 1. 
The data from table 5.21 indicates that the range of 
external advisory sources used was strongly related—^to 
the timing of small business failure for small business 
firms in Bandung; significant at p. < .001 (chi-square = 
28.429, d.f. - 6 and p. = 7.800E-05). Therefore, the null 
hypotheses 20 would be rejected. 
It may be seen from table 5.21 that early failure 
was more likely to occur for small business firms where 
'no of external advisory sources' had been used, whilst 
the small business firm was running; 58.46% failed in the 
first year compared to an expected value of 43.90%. Later 
failure was more likely to occur for small business firms 
had '3 or 4 of external advisory sources'", whilst the 
small business firm was running; 44.19% failed in the 
third year and over compared to an expected value 
of 29.27%. 
TABLE 5.21. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY THE RANGE OF EXTERNAL ADVISORY SOURCES USED 
RANGE 
F A I L a R E S 
! TOTALS 





























TOTALS 108 66 72 246 
CHI-SQUARE = 28.429, 
D. F. = 6, 
PROB. = 7.800E-05, 
CHI-SQUARE .001 = 22.457 
Note : As for table 5.5. 
This research project has uncovered evidence to 
indicate that the range of external advisory sources 
used, whilst the small business firm was running was 
associated with the time of small business failure in 
Bandung - West Java Province - Indonesia. 
Further analysis combining categories '1 or 2', 
'3 or 4' and 'more than 4' range of external advisory-
sources used, to give a composite category of 'used of 
external advisory sources' compared to small business 
firms in the category 'none' (did not use external 
advisory sources); the result was statistically 
significant at a probability of 7.638E-07. Table 5.21.(1) 
will show that further analysis. 
TABLE 5.21.(1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY THE RANGE OF EXTERNAL ADVISORY SOURCES USED 
RANGE 
F A I L U E E S 
TOTALS 
YEAR 1 YEAR 2 YEAR > 3 






















TOTALS 108 66 72 246 
CHI-SQUARE 28.170, 
D.F. = > 
PROB. = 7.638E-07, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms in the 
category of 'did not use external advisory sources' 
was over represented in year 1, and this was in .stark 
contrast to small business firms in the category of 'used 
external advisory sources ' , which was over represented 
in year 3 and over. Table 5.21.(1) has indicated that it 
was very difficult to run small business firms without 
using external advisory sources. 
5.2.8. TRAINING/COURSES 
Null hypotheses 21 : The timing of small business failure 
was unrelated to the number of 
training/courses attended by the 
small business owner/manager. 
Question 24 : How many training or courses did your firm 
attended fat least, one owner/manager in 
attendance) in relation to some aspects of 
business/management, whilst your small 
business ran or started up ? (If you answer 
'none' to question 24, do not answer 






0 More than 3 
The distribution of sample small business firms by 
number of courses attended whilst the small business firm 
was running or started up are indicated in table 5.22. 
Table 5.22 indicates the numbers and proportions 
of failed firms which either had no owner/manager in 
attendance at any courses/training dealing with any 
aspect of business/management, or which had at least one 
owner/manager in attendance at one, two, three or more 
such courses/training whilst the small business was 
running or started up until failure. 
The total of 246 failed small business firms in 
this research project, 152 small business firms (61.79%) 
had one or more of their owner(s)/manager(s) attended a 
training/courses program whilst the small business was 
running or started up. Only 75 (30.49%) small business 
firms had never had at least one owner/manager involved 
in more than a single training/courses. A chi-square test 
on these data shows a computed value of 19.589, which 
was significant at the 2% level (d.f.= 8 and p. = .0120). 
Therefore the null hypotheses 21 would be rejected. 
The timing of small business failure in Bandung 
was significantly related to the training/courses 
attended by the small business owner/manager. It may be 
seen from table 5.22 that early failure was more likely 
to occur for small business firms whose owner/manager had 
'never attended any courses/training', dealing with any 
aspect of business/management:; 60.64% failed in the first 
year compare to an expected value of 43.90%. Later 
failure was more likely to occur for small business firms 
which had at least one owner/manager in attendance at 
'more than three' courses/training; 40.00% failed in the 
third year related to an expected value of 29.27%. 
TABLE 5,22. 
CROSSTAB / CHI-SQUARE TESTS 





F A I L u r i E S 
TOTALS 




































TOTALS 108 66 72 ! 246 
! 
CHI-SQUARE = 19.589, 
D.F. = 8, 
PROB. = .0120, 
CHI-SQUARE .02 = 18.168 
Note : As for table 5.5. 
This research project has uncovered evidence to 
indicate that the number of business/management 
training/courses attended at least by one owner/manager, 
whilst small business ran or started up, was associated 
with the timing of small business failure in Bandung -
West Java Province - Indonesia. 
Further analysis combining categories '1 , ^ ' 
'3', and 'more than 3' number of courses attended, to 
give a composite category of 'attended 
course(s)/training' , compared to small business firms in 
the category 'none' (did not attend courses/training) ; 
the result was statistically significant at a probability 
of 7.555E-05. Table 5.22.(1) will show that further 
analys is. 
TABLE 5,22.(1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY NUMBER OF BUSINESS/MANAGEMENT 
TRAINING/COURSES ATTENDED 
COURSES 
F A I L U I < E S 
TOTALS 




















TOTALS 108 66 72 246 
CHI-SQUARE 18.981, 
D.F. ^ 2, 
PROB. = 7.555E-05, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms in the 
category of 'did not attend courses/training', was over 
represented in year 1; 60.64% failed in the first year 
compare to an expected value of 43.90%. This was stark 
contrast to small business firms in the category of 
'attended course(s)/training', both in year 2 and year 3 
(and over) which was over represented. Thus, it would 
appear that later failure was more likely to occur for 
small business firms in Bandung which had at least one 
owner/manager in attendance at any course(s)/training 
dealing with any aspect of business/management. 
Null hypotheses 22 : The timing of small business failure 
was unrelated to the providers of 
the training/courses attended by the 
small business owner/manager. 
Question 25 : Training/courses which had been attended, 
whilst your small business ran or started 




0 Trade Associations 
0 Correspondence/Home study 
0 Chambers of Commerce 
0 Other 
The distribution of sample small business firms by 
providers of training programs attended whilst the small 
business firm was running or started up are indicated in 
table 5.23. 
The measured relationship between the time of 
small business failure and the providers of 
training/courses attended by the small business 
owner/manager was nnt. .gignificant (chi square = 2.548, 
d.f. = 12 and p. = .9980) at the 5% level of 
significance. Therefore, the null hypotheses 22 would not 
be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the 
classification of the providers of training/courses 
attended by the small business owner/manager. 
TABLE 5 , 2 3 . 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY PROVIDERS OF COURSES/TRAINING 
PROGRAMS ATTENDED 
PROVIDERS 
F A I L U F I E S 
TOTALS 


























































TOTALS 51 52 49 152 + 
CHI-SQUARE = 2.548, 
D.F. 12, 
PROB. = .9980, 
CHI-SQUARE .05 = 21.026 
Note : As for table 5.5. 
+ The total represents those small business firms 
from which at least one owner/manager had 
attended at least one courses/training program, 
(please refer to table 5.22.). 
Null hypotheses 23 : The timing of small business failure 
was unrelated to the type of 
training/courses attended by the 
small business owner/manager. 
Question 26 : Training/courses which had been attended, 
whilst your small business ran or started 
up, was provided bv tvTPe of training 
leader/instructor : 
0 A group of experts with combination of 
backgrounds of instructors 
0 Government Counsellor 
0 University/College/Academy lecturers 
0 Professionals 
0 Business Owner/Manager 
0 Other 
Sample owner/manager was asked to state the type 
of training/courses leader/instructor which had been 
attended, whilst the small business firm was running or 
started up, and these data is given in table 5.24. 
The chi-square value computed from table 5.24 
(chi-square = 20.296, d.f. = 10 and p. = .0266) indicates 
a relationship between the time of small business failure 
for small business firms in Bandung and the type of 
training/courses attended by the small business 
owner/manager; was significant at the 5% level. 
Therefore, the null hypotheses 23 would be rejected. 
The data from table 5.24 is indicative that early 
failure was more likely to occur for small business firms 
which had attended courses/training, with 'business 
owner/manager' as the type of training/courses 
leader/instructor; 51.16% failed in the first year 
compared to an expected value of 33.55%. Later failure 
was more likely to occur for small business firms with 
type of training/courses leader/instructor, 'a group of 
experts with a combination of backgrounds of 
instructors'; 45.45% failed in the third year related to 
an expected value of 32.24%. However, there were a number 
of other categories over represented in year 3 and over. 
TABLE 5,24. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY TYPE OF TRAINING/COURSES LEADER/INSTRUCTOR 
TRAINERS 
F A I L U E i E S 
TOTALS 
YEAR 1 YEAR 2 YEAR 3 






















































TOTALS 51 52 49 152 + 
CHI-SQUARE = 20.296, 
D.F. = 10, 
PROB. = .0266, 
CHI-SQUARE .05 = 18.307 
Note : As for table 5.5. 
+ As for table 5.23. 
This research project has uncovered evidence to 
indicate that the type of training/courses which was 
attended by the small business owner/manager was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
Further analysis combining categories 'a group of 
expert with a combination of backgrounds of instructors', 
'Government Counsellor', 'University / College / Academy 
lecturers', 'Professionals', and 'other', to give a 
composite of 'other than business owner/manager' ; 
compared to small business firms in the category 
'business owner/manager', the result was statistically 
significant at a probability of 9.920E-05. Table 5.24.(1) 
below will show that further analysis. 
TABLE 5,24.(1). 
CROSSTAB /CHI-SQOARE TESTS 




A I L U i 
YEAR 2 
< E S 






















TOTALS 51 52 49 152 + 
CHI-SQUARE = 18.437, 
D.F. = 2, 
PROB. = 9.920E-05, 
CHI-SQUARE .001 = 13.815 
Note : + As for tabel 5.23 
This statistically significant relationship 
reflects the fact that small business firms in the 
category 'business owner/manager' was over represented in 
year 1 and under represented in year 3 and over. It was 
clear indication that early failure was more likely to 
occur for small business in Bandung, which had attended 
training/courses run by a 'business owner/manager', 
than by other instructors. This was in stark contrast to 
small business firms in the category of 'oi:her than 
business owner / manager', which were under represented 
in year 1 and over represented m year o and over. Thus, 
later failure was more likely to occur for small business 
in Bandung, which had attended training / courses with 
type of training / courses leader / instructor 'other 
than business owner/manager', whilst small business ran 
or started up. 
Null hypotheses 24 : The timing of small business failure 
was unrelated to the training 
course methods, which the small 
business owner/manager had attended. 
Question 27 : Training/courses which had been attended, 
whilst your small business ran or started 





0 Group study 
0 Home study 
0 Other 
The distribution of sample sroail business firms by 
training/courses methods which had been attended are 
indicated in table 5.25. 
The data from table 5.25 indicates the significant 
relationship between the timing of small business failure 
for small business firms in Bandung and the 
training/courses methods, which the small business 
owner/manager had attended; significant at the 5% level 
(chi-square = 23.035, d.f. = 12 and p. = .0274). 
Therefore, the null hypotheses 24 would be rejected. 
This research project has uncovered evidence to 
indicate that the training/courses methods which was 
attended by the small business owner/manager was 
associated with the time of small business failure in 
Bandung - West Java Province - Indonesia. 
From table 5.25 above, it may be seen that early 
failure was more likely to occur for small business firms 
which had attended 'group study' and 'home study' as the 
training/courses methods, whilst small business ran or 
started up; 56.00% and 53.85% failed in the first year 
compare to an expected value of 33,55% respectively. 
Later failure was more likely to occur for small business 
firms which had attended 'counselling', and 'lectures' as 
the training/courses methods, whilst small business ran 
or started up; 52.17%, and 46.15% failed in the third 
year and over compared to an expected value of 3k:. 24%. 
TABLE 5.25. 
CROSSTAB / CHI-SQOARE TESTS 
FAILURES BY TRAINING/COURSES METHODS 
METHODS 
F A I L U E ? E S 
TOTALS 


















































TOTALS 51 52 49 152 + 
CHI-SQUARE = 23.035, 
D.F. = 12, 
PROB.=: .0274, 
CHI-SQUARE .05 = 21.026 
Note : As for table 5.5. 
+ As for table 5.23. 
Further analysis combining categories 'seminar', 
'workshop', 'counselling', 'lectures' and 'other', to 
give a composite category of 'other than group study and 
home study' compared to small business firms in the 
category 'group study and home study'.; the result was 
statistically significant at a probability of 8.415E-05. 
Table 5.25.(1) will show that further analysis. 
TABLE 5.25. (1), 
CROSSTAB / CHI-SQDARE TESTS 




A I L U R E S 1 TOTALS 






16 i 7 









36 i 42 
(34.55) : (32.56) 
! 1 
101 
TOTALS 51 52 ; 49 152 + 
CHI-SQUARE := 18.766, 
D.F. 2, 
PROB. = 8.415E-05, 
CHI-SQUARE .001 = 13.815 
Note : + As for table 5.23. 
This statistically significant relationship 
reflects the fact that small business firms in the 
category 'other than group study and home study' were 
over represented in year 3 and over but were unaer 
represented in year 1. This condition was in contrast 
to small business firms in the category 'group stuay ana 
home study', which were over represented in year 1 and 
were under represented in year 3 and over. it would 
appear that it was more risky to attend training/courses 
with group study or home study methods, whilst small 
business firm ran or started up.; than it was t-o attend 
training / courses with other than group study or 
home study. 
5.2.9. INDUSTRIAL CLASSIFICATION 
Null hypotheses 25 : The timing of small business failure 
was unrelated to the industrial 
classification of small business in 
Bandung. 
The industrial classification of each of the 246 
sample small business firms is shown in table 5.26, This 
research project determined 48..37% of small business 
firms in the sample were classified as retail business 
and performance of firms in each classification are 
indicated in table 5.26. 
TABLE 5.26. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY INDUSTRIAL CLASSIFICATION 
CLASSIFICATION 
F A I L U E ̂ E S 
TOTALS 





























TOTALS 108 66 72 246 
CHI-SQUARE = 9.092, 
D. F. = 6, 
PROB. = .1685, 
CHI-SQUARE .05 = 12.592 
A computed chi-square value of 9.092 (d.f. = 6 and 
p. = .1685) indicates that the timing of small business 
failure for small business firms in Bandung was not 
dependent on the industrial classification; at 5% level 
of significance. Therefore, the null hypotheses 25 would 
not be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the industrial 
classification. 
5.2. 10. START UP TYPE 
Null hypotheses 26 : The timing of small business failure 
was unrelated to start up type of 
small business firm, such as : 
purchase, started from scratch, 
inherited, or restructure of an 
existing business. 
Question 8 : You started UTD your small business by 
0 Purchase 
0 From scratch 
0 Inherited 
0 Restructure of an existing business 
This research project determined that 39.84% of 
small business firms in the sample were started up from 
scratch and performance of firms in each start up type 
are indicated in table 5.27. 
A computed chi-square value of 5.884 (d.f. = 6 and 
p. = .4363) shows that the timing of small business 
failure and start up type of the small business firm in 
Bandung have no significant relationship, at the 5% level 
of significance. Therefore, the null hypotheses 26 would 
not be rejected. 
TABLE 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY START UP TYPE 
START UP 
TYPE 
F A I L U i < E S 
TOTALS 


































TOTALS 108 66 72 246 
CHI-SQUARE = 5.884, 
D. F. - 6 , 
PROB. = .4363, 
CHI-SQUARE .05 = 12.592 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the start up type 
of the small business, such as : purchase, from scratch, 
inherited or restructure of an existing business. 
5.2.11. START OP SIZE (OWNER(S) /MANAGER(S) AND 
EMPLOYEE(S)) 
Null hypotheses 27 : The timing of small business failure 
was unrelated to the start up size 
comprising the number of owner(s)/ 
manager(s) and employee(s) of the 
small business firm. 
Question 9 : How many people worked in the business when 
you first started up (include both 
owner/manager and employees). 
0 5 to 9 persons 
0 10 to 14 persons 
0 15 to 19 persons 
It may reasonably be expected that the small 
business firms started up by fewer owner(s;/manager(s) 
and employee (s) as the i:otal staff (rather r/han as the 
proprietors), would have fewer early problems to be faced 
compared with the small business firms that started up 
with more staffing resources. 
This research project determined that 53.25% of 
small business firms in the sample were started up with 
total staff between 15 to 19, and performance of firms in 
each start up size are indicated in table 5.28. 
A computed chi-square value of 18,469 (d.f. = 4 
and p. = 9.988E-04) indicates that the timing of small 
business failure for small business firms in Bandung and 
the start up size iowner(s)/manager(s) and employee(s)) 
were strongly related to each other; significant at 
p. < .001. Therefore, the null hypotheses 27 would be 
rejected. 
TABLE 5.28, 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY START UP SIZE 
(OWNER(S)/MANAGER(S) AND EMPLOYEE(S)) 
START UP i r A I L U R E S 
TOTALS 
SIZE YEAR 1 YEAR 2 YEAR 3 





















TOTALS 108 66 72 246 
CHI-SQUARE = 18.469, 
D.F. = 4, 
PROB. = 9.988E-04, 
CHI-SQUARE .001 = 18.465 
This research project has uncovered evidence to 
indicate that the start up size (owner(s)/manager(s) and 
employee(s)) was associated with the timing of small 
business failure in Bandung - West Java Province 
Indonesia. 
From the data in table 5.28, it can be seen that 
early failure (failure in the first year) was more likely 
to occur for small business firms in Bandung with start 
up size (owner(s)/manager(s) and employee(s)) between 
'15 to 19'; 55.7.3 % failed in the first year compared to 
an expected value of 43.90%. Later failure (failure in 
the third year and over) was more likely to occur for 
small business firms with start up size 
(owner(s)/manager(s) and employee(s)) '5 to 9'; 44.68% 
failed in the third year and over compared to an expected 
value of 29.27%. 
Further analysis combining categories '5 to 9' and 
'10 to 14' to give a composite category of '5 to 14' 
owner(s)/manager(s) and employee(s), compared to small 
business firms in the category '15 to 19' was 
statistically significant at a probability of 3.505E-04. 
Table 5.28.(1) will show that further analysis. 
TABT.R fi.28. (1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY START UP SIZE 
START UP 
SIZE 
F A I L rj E ̂  E S 
TOTALS 
YEAR 1 YEAR 2 YEAR > 3 














TOTALS 108 66 72 
1 
246 
CHI-SQUARE = 15.912, 
D. F. 2, 
PROB. = .3.505E-04, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms in the 
category of '5 to 14' owner(s)/manager(s) and employees 
was under represented in year 1. This was in stark 
contrast to small business firms in the category of '15 
to 19' which was over represented in year 1. It would 
appear that it was more difficult to establish small 
business firms on a large scale of the total staff than 
it was to start at a smaller size. 
5 . 2 . 1 2 . THE AVERAGE AGE OF ENTRY INTO BUSINESS 
Null hypotheses 28 : The average age of the executives 
when they started or took control of 
a small business was related to the 
timing of the failure of that small 
bus iness. 
Question 10 : Tlie average age of the executives, when 
they started up their failed small business 
were : 
0 Under 20 years old 
0 20 to 29 years old 
0 30 to 39 years old 
0 40 to 49 years old 
0 Older than 49 years old 
This research project has shown that the most 
common age range for entry into business in Bandung for 
small business failures was between 20 to 29 years old. 
The distribution of sample on the basis of age groups is 
shown in table 5.29. 
A. computed chi-square value of 20.159 (d.f. = 8 
and p. = 9.752E-03) indicates that the timing of small 
business failure for small business firms in Bandung and 
the average age of the executives when they started or 
took control of a small business were r>^lated to each 
other; the relationship was significant at the 1% level. 
Therefore, the null hypotheses 28 would be rejected. 
TABLE 5.29. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY THE AVERAGE AGE OF ENTRY INTO BUSINESS 
AGE GROUPS 
F A I L U R E S 
TOTALS 














































TOTALS 108 66 72 246 
CHI-SQUARE = 20.159, 
D. F. = 8 , 
PROB. = 9.752E-03, 
CHI-SQUARE .01 = 20.090 
It can be seen from table 5.29 that early failure 
was more likely to occur for small business firms with 
the average age of the executives 'under 20 years old', 
'between 20 to 29 years old' and 'older than 49 years 
old' respectively; 61.54%, 48.67% and 44.44% failed in 
the first year compared to an expected value of 43.90%. 
Later failure was more likely to occur for small business 
firms in Bandung, whose started or took control of a 
small business, with the average age of the executives 
'between 30 to 39 years old' and 'between 40 to 49 years 
old' respectively. 
This research project has uncovered evidence to 
indicate that the average age of the executives when they 
started or took control of a small business was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
Further analysis combining categories 'under 20 
years old', 'between 20 to 29 years old' and 'older than 
49 years old', to give a composite category of 'up to 29 
years old and older than 49 years old' compared to 
small business in the category of '30 to 49 years old' 
(combining categories '30 to 39 years old' and 
'40 to 49 years old"); the result was statistically 
significant at a probability of 4.870E-04. Table 5,29.(1) 
will show that further analysis. 
TABLE 5.29.(1), 
CROSSTAB / CHI-SQDARE TESTS 




A I L U R E S 
1 TOTALS 
YEAR 1 YEAR 2 YEAR 3 
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TOTALS 108 66 72 246 
CHI-SQUARE = 15.254, 
D.F. = 2, 
PROB. = 4.870E-04, 
CHI-SQUARE .001 = 13.815 
This statistically significant relationship 
reflects the fact that small business firms in the 
category of 'up to 29 years and older than 49 years', was 
over represented in year 1 and under represented in year 
3 and over. This was in stark contrast to small business 
firms in the category '30 to 49 years' which was under 
represented in year 1 and over represented in year 3 and 
over. It would appear that it was more risky to start 
small business firm with the average age of the 
executives 'up to 29 years old, and older than 49 year 
old' compared to start small business firm with the 
average age of the executives '30 to 49 years old'. 
5 . 2 . 1 3 . SEX OF THE EXECUTIVES 
Null hypotheses 29 : The timing of small business failure 
was unrelated to the sex of the 
executives of the small business 
firm. 
Question 11 : The executives of the small business whilst 
the small business ran were : 
0 Female(s) only 
0 Male(s) only 
0 Female(s) and male(s) 
Small business firms in the sample were owned by 
either : a). One or more females (only): b). One or more 
males (only); or c). One or more male(s) and female(s). 
These classification have been used in table 5.30, to 
indicate the relationship between the timing of small 
business failure and the sex of the executives. 
The measured relationship between the timing of 
small business failure and the sex of the executives was 
not significant (chi-square = 4.159, d.f. = 4 and 
p. = .3850) at the 5% level of significance. Therefore, 
the null hypotheses 29 would not be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the sex of the 
executives. 
TABLE 5.30. 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY SEX OF THE EXECUTIVES 
SEX 
F A I L U i ̂ E S 
TOTALS 





























TOTALS 108 66 72 246 
CHI-SQUARE = 4.166, 
D.F. = 4 
PROB. = .3840, 
CHI-SQUARE .05 = 9.488 
5.2.14. PREVIOUS ENTREPRENEURIAL EXPERIENCE 
Null hypotheses 30 : The timing of small business failure 
was unrelated to the researcher's 
classification of the previous 
entrepreneurial experience of the 
small business firm. 
Question 12 : Your previous entrepreneurial experience 
(duration and relevance) could be described 
as : 
0 Excellent - Good 
0 Above - Below average 
0 Poor - Very poor 
in relation to your failed small business. 
This research project determined that 55.5% of 
small business firms in the sample were classified poor -
very poor previous entrepreneurial experience and 
performance of firms in each classification are indicated 
in table 5.31. 
A computed chi-square value of 4.002 (d.f. = 4 and 
p. - .4057) indicates that the timing of small business 
failure for small business firms in Bandung was not 
dependent on the researcher's classification of the 
previous entrepreneurial experience; at the 5% level of 
significance. Therefore, the null hypotheses 30 would not 
be rejected. 
This research project has uncovered no 
statistically significant evidence to indicate that the 
timing of small business failure in Bandung - West Java 
Province - Indonesia, was influenced by the previous 
entrepreneurial experience. 
TABLE 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY DURATION AND RELEVANCE OF OWNERSHIP 
(ENTREPRENEURIAL) EXPERIENCE 
CLASSIFICATION 
F A I L U I ̂ E S 
TOTALS 




























TOTALS 108 66 72 246 
CHI-SQUARE = 4.002, 
D. F. = 4, 
PROB. = .4057, 
CHI-SQUARE .05 = 9.488 
5.2.15. PERCEIVED LEVEL OF FAMILY SUPPORT 
Null hypotheses 31 : The timing of small business failure 
was unrelated to the researcher's 
classification of perceived level of 
family suppori: of the small business 
proprietor. 
Question 13 : How well did your husband / wife and your 
family support you, whilst you ran your 
small business ? 
0 Excellent - Good 
0 Above - Below average 
0 Poor - Very poor 
The distribution of sample firms according to the 
researcher's classification of the perceived level of 
family support, and performance of firms in each 
classification is given in table 5.32. 
TABLE 5,32, 
GROSSTABB / CHI-SQUARE TESTS 
FAILURES BY MARITAL AND FAMILY SUPPORT 
CLASSIFICATION 
F A I L u r i E S 
TOTALS 




























TOTALS 108 66 72 246 
) 
CHI-SQUARE = 17.319, 
D.F. = 4, 
PROB. = 1.676E-03, 
CHI-SQUARE .01 = 13.277 
A computed chi-square value of 17.319 (d.f.= 4 
and p. = 1.676E-03) indicates that the timing of small 
business failure and the researcher's classification of 
perceived level of family support for the owner/manager 
involvement in the business were related to each other; 
the relationship was significant at the 1% level. 
Therefore, the null hypotheses 31 would be rejected. 
This research project has uncovered evidence to 
indicate that the perceived level of family support was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
It can be seen from table 5.32 that early failure 
(failure in the first year) was more likely to occur for 
small business firms in Bandung with the classification 
of 'poor - very poor' level of family support for the 
owner/managers involvement in the business; 50.65% failed 
in the first year compare to an expected value of 43.90%. 
Later failure (failure in the third year and over) was 
more likely to occur for small business firms with 
classification 'excellent - good'; 38.60% failed in the 
third year and over, related to an compared value of 
29.27%. 
Further analysis combining categories 'excellent -
good' and 'above - below average', to give a composite 
category of 'adequate ' marital and family support 
compared to small business firms in the category 'poor -
very poor' (inadequate marital and family support); the 
result was statistically significant at a probability of 
5.232E-04. Table 5.32.(1) will show that further 
analys is. 
This statisticallty significant relationship 
reflects, the fact that small business firms in the 
category 'inadequate' marital and family support was over 
represented in year 1. The percentage of small business 
firms which failed in the first year (50.65%) in that 
category was large compared to an expected value of 
43.90%. The small business firms which failed in the 
first year in the category 'adequate' rnarital and family 
support was under represented, and the percentage in that 
category (40.83%) was smaller than the expected value of 
43.90%. The percentage of small business firms which 
failed in the second year in the category 'inadequate' 
marital and family support was still large (36.36%) 
compared to an expected value of 26.83%, but in the 
situation of the third year and over, the percentage was 
smaller (12.99%) than the expected value of 29.27%. 
This situation reflects that early failure was more 
likely to occur for small business with 'inadequate' 
marital and family support, whilst they ran their small 
business. 
TABLE 5.32.(1), 
CROSSTAB / CHI-SQUARE TESTS 




F A I L U i ̂ E S 
TOTALS 

















TOTALS 108 66 t 246 
i 1 
CHI-SQUARE = 15.Ill, 
D. F. = 2 , 
PROB. = 5.232E-04, 
CHI-SQUARE .001 = 13.815 
5.2.16. BREADTH OF SALES BASE 
Null hypotheses 32 The timing of small business failure 
was unrelated to the average number 
of customer's during each day ol 
operation, of the small business 
firm. 
Question 21 : Whilst you ran your small business, the 
average number of your customers each day 
were : 
0 1 to 10 persons 
0 11 to 20 persons 
0 21 to 30 persons 
0 More than 30 persons 
The distribution of sample small business firms by 
breadth of sales base are indicated in table 5.33. 
TABLE 5.33. 
CROSSTAB / CHI-SQUARE TESTS 




F A I L a E ( E S 
TOTALS 
YEAR 1 YEAR 2 YEAR :> 3 


































CHI-SQUARE = 22. 177, 
D.F. = 6, 
PROB. = 1.125E-03, 
CHI-SQUARE .01 = 16.812 
It can be seen from the data in table 5.33, that 
early failure was more likely to occur for small business 
firms which had the average number of customers between 
'1 to 10'; 61.05% failed in the first year compared to an 
expected value of 43.90%. 
The relationship between the average number of 
customer each day and the timing of small business 
failure in Bandung was statistically significant (chi-
square = 22.177, d.f. 6 and p. = 1.125E-03) at the 1% 
level. Therefore, the null hypotheses 32 would be 
rejected. 
Further analysis combining categories '11 to 20', 
'21 to 30' and 'over 30' number of cus^omers, to give a 
composite category of 'more than 10' number of customers 
compared to small business firms in the category '1 to 
10' number of customer (s) ; rhe result was si:atistically 
significant at a probability of 8.731E-05. Table 5.33.(1) 
will show that further analysis. 
TABLE 5.33.(X). 
CROSSTAB / CHI-SQUARE TESTS 






A I L U E 
YEAR 2 
< E S 
YEAR > 3 
TOTALS 







MORE THAN 10 50 
(66.29 ) 
47 








CHI-SQUARE = 18.692, 
D. F. 2 , 
PROB. = 8.73 1E-05, 
CHI-SQUARE .001 = 13.815 
It can be seen from ^he table 5.33. (1) that 
failure was more likely to occur for small business 
ater 
I irms 
which had the average number of customers 'more than 10'. 
The statistically significant relationship reflects the 
fact that small business firms in the category '1 to 10' 
number of customer(s) was over represented in year 1 taut 
under represented both in year 2 and year 3 and over. 
This was in stark contrast to small business firms in the 
category 'more than 10' number of customers, which over 
represented in year 3 and over. 
In this case, it was clear that small business 
firms were assumed to be more vulnerable when operating 
with small number of customers, i.e. when a substantial 
proportion of sales income derives from a small number of 
major customers. This research project has uncovered 
evidence to indicate that the average number of customer 
each day, when the small business firm was operated was 
associated with the timing of small business failure in 
Bandung - West Java Province - Indonesia. 
5.2.17. UPDATING OF TECHNOLOGY AND PRODUCT KNOWLEDGE 
Null hypotheses 33 : The timing of small business failure 
was unrelated to the researcher's 
classification of the updating of 
knowledge of both technology and 
product which the small business 
owner/manager had undertaken. 
Question 22 : How well did you follow updating oL 
tf:>nhnolQg-v .̂ nd product KDOwleage in 
connection with the products you sold : 
0 Excellent - Good 
0 Average - Below average 
0 Rarely/Never/Poorly 
An essential component of a small business firm's 
marketing strategy must be the possession of 
technological and product knowledge. In this research 
project, the researcher's classification of the updating 
of knowledge of both technology and product in each firm 
was determined, and performance of firms in each 
classification is given in table 5.34. 
TABLE 5.34. 
CROSSTAB / CHI-SQUARE TESTS 




F A I L U R E S 
TOTALS 





























TOTALS 108 66 : 72 246 
CHI-SQ[JARE = 22.717, 
D. F. = 4 , 
PROB. - 1.442E-04, 
CHI-SQUARE .001 = 18.465 
The chi-square value computed from the data in 
table 5.34 (chi-square =22.717, d.f. = 4 and p. = 
1.442E-04) indicates a .̂ t.rong relationship between the 
timing of small business failure for small business firms 
in Bandung and the researcher's classification of the 
updating technology and product knowledge; significant at 
p. < .001. Therefore, the null hypotheses 33 would be 
rejected. 
The data is indicative that early failure was more 
likely to occur for small business firms which 
'rarely/never/poorly' updating of technology and product 
knowledge; 63.04% failed in the first year compare to an 
expected value of 43.90%. 
Further analysis combining categories 'excellent -
good' and 'average - below average" updating of 
technology and product knowledge, to give a composite 
category of 'update the knowledge' compared to small 
business firms in the category of 'rarely/never/poorly 
update the knowledge'; the result was statistically 
significant at a probability of 1.621E-05. Table 5.34.(1) 
will show that further analysis. 
It can be seen from thar table tha^ later 
failure was more likely to occur for small business firms 
which 'update their knowledge' in connection with the 
products they sold. 
The statistically significant relationship from 
that table reflects the fact that small business 
firms in the category 'update their knowledge' was under 
represented in year 1 but over represented both in year Z 
and year 3 and over. This situation was contrast to small 
business firms in the category 'rarely/never/poorly 
update the knowledge', which was over represented in year 
1 but under represented both in year 2 and year 3 and 
over. It would appear that it was very risky to run small 
business firms without updating technology and product 
knowledge. 
TAm.K 5.34. (1). 
CROSSTAB / CHI-SQUARE TESTS 
FAILURES BY UPDATING OF TECHNOLOGY AND PRODUCT KNOWLEDGE 
CLASSIFICATION 
F A I L U E E S 
TOTALS 




















TOTALS 108 66 72 246 
CHI-SQUARE = 22.060, 
D. F. = 2, 
PROB. = 1.621E-05, 
CHI-SQUARE .001 = 13.815 
5.3. SUMMARY 
In this fifth chaprer, analysis and intrepretation 
of the complete data has been examined in an attempt to 
establish the relationships between the characteristics 
of early small business failure and the degree of 
formality associated with its small business operation. 
The idea behind this initial approach is to gain a feel 
for any relationships that exist in the complete data, 
before the avenues for further research is carried out in 
Chapter VI. 
Subchapter 5.2 illustrates the relationships both 
between the various internal and external aspects of 
small business firm operations and attempts to identify 
those aspects pertaining to each early small business 
failure. 
Chapter IV has already confirmed the quality of 
the instrument, now the reliability has been established, 
the results can be accepted with a degree of confidence. 
There is no reason to suspec^ that the results would be 
significantly different had the sample been drawn from 
West Java Province or indeed across all of Indonesia. 
However, due caution should be observed in interpreting 
the results until they are confirmed by further research. 
This caution is particularly relevant if the aim is to 
make generalizations about the total population, since 
the sample used in this research project focused only on 
small business failures and did not take into account a 
corresponding sample of successful small business firms. 
Chapter Six 
Conclusion and The Avenues for Further Research 
6.1. INTRODUCTION 
This chapter discusses the general conclusions of 
the main research findings and describes the appropriate 
recommendations, especially for government policymakers 
in the area of small business. 
The research project results have equally 
important implications for those who educate and provide 
advice for small business firms. They are able to play a 
significant role in reducing the problems identified in 
this research project and providing training to address 
such problems. 
Prospective researchers in the small business firm 
field will benefit from guiding suggestions, many of 
which can be immediately pursued using the current data 
and experience. A full list of suggestions for further 
research appears in subchapter 6.3. 
6.2. GENERAL CONCLUSIONS 
1). This research project focused on a sample ¿.'46 
small business failures, which had started up in Bandung 
West Java Province - Indonesia for the year 198.3 to 
1985. It has been shown that about 44% of those small 
business firms failed within the first year- 27% in the 
second year and 29% in the third year and over. The major 
reasons for failure of small business firms in Bandung 
are : ^ Lack of use of external advice. 
Lack of updating of technology and product 
knowledge. 
* Inadequate use of bookkeeping records. 
* Lack of market surveys. 
* Lack of customers. 
* High gearing. 
* Training in areas of business / management 
weaknesses. 
* Inappropriate business area location. 
2). In relation to this research project, the data 
presented by the Central Statistics Bureau of Bandung was 
very preliminary. The Bureau did not have summary 
statistics for information on small business failure in 
Bandung. The Bureau only provided lists of small business 
firms in Bandung which according to the Trade 
Associations appeared to have discontinued operations. 
Therefore, the researcher approached the Trade 
Associations for more comprehensive and more up to date 
data of discontinuing small business firms in Bandung. 
The Trade Associations allowed access to their membership 
lists, so that it was possible to identify small business 
firms which had discontinued production/operations; from 
this it appeared 657 small business firms had failed 
across 16 geographical districts as defined by the 
Central Statistics Bureau of Bandung. 
3). This research project has shown that in fact, 
small business in Bandung needs assistance both prior to 
starting the business and on going. This is evidenced 
that the fact approximately 38% failed and that the 
reasons for failure are predominantly available. Thus, 
more effective advisory services are necessary and this 
can only be achieved if improvements are made in 
coordinating financial and technological programmes, in 
the qualifications of the work force and in the 
implementation of the advisory function (Clapham, 1985, 
p. 125). In this case, universities could be expected to 
initiate research for the small business sector and 
design assistance programs based on the result of the 
research (Meredith, 1984, p. 193). 
4). Most of the funds for establishing or 
expanding the small business firm comes from personal 
saving, relatives, or retained earnings (Liedholm and 
Mead, 1988, p.13). In this research project, in fact that 
after looking at hundreds of small businesses, the 
researcher had seen that many of them tend to obtain 
credits from usurer with consequence high rates of 
interest. From 246 failed small businesses, about 57% of 
them ran their business with high gearing ( > 60%). About 
51% small business firms with high gearing ratios 
( > 60%) failed in the first year, compare to 27.78% who 
failed in the first year for small business firms with 
low gearing ratios ( < 40%) . 
Statistical analysis has indicated that there is a 
significant relationship between the time of small 
business failure and gearing ratios. Therefore, borrowing 
money at a high rate of interest without adequate 
consideration as to how the firm will service the debt, 
will lead to quick disaster (Baumback, 1988, p.21). 
5). It was found that most of the small business 
firms surveyed in Bandung, kept no adequate written 
records of expenditures and receipts. They really had no 
accurate conception of their costs. Besides that, they do 
not differentiate between personal and business 
expenditures. May be, it was not surprising because 
Clapham (1985, p. 113) had shown that most of the small 
business firms in South East Asia kept no detailed 
accounts, did not prepared regular financial statements 
and were unable to present a profit and loss account or 
at least a simple balance sheet. 
Tills research project has indicated the importance 
of the use of bookkeeping records and the use of 
financial data for managing. The early failure was more 
likely to occur both for small business firms with 
poor/non existent use of bookkeeping records and those 
who rarely/never/poorly made use of financial data for 
managing. Besides that the early failure was also more 
likely to occur both for small business firms who 
prepared accounts once a year and for those who 
rarely/never/poorly used cash budgeting. 
6). The type of business to be operated influences 
most location decisions and the mission of the- business 
is a basic consideration in seeking the right location 
(Megginson C. , Scott, Trueblood, Megginson L. , 1988, 
pp.105-107). In relation to this research project, 
operating small business in the central business location 
or nearby appears to be more risky than in the non 
business area, particularly for small retail businesses. 
Statistical analysis has shown that small retail 
businesses in the business area were more likely to fail 
earlier. Shopping centre locations which were preferred 
by small business firms, were not related to small 
business early failure. 
7). One of the important steps in relation to the 
condition of the small busines.s firms in Bandung in 
particular and in Indonesia in general are 
training/course facilities. Government and Tertiary 
institutions can be expected to play an increasing role 
in aspects of small business management education and 
training. 
This research project has shown the relationship 
between the timing of small business failure and some 
aspects of training/course. These apparent problem are 
frequently attributed more to external causes and broadly 
labelled 'lack of training/course facilities' as 
measured in such terms as providers of training/course 
programs, number of training/courses attended, 
training/courses leader/instructor, and training/courses 
methods. In fact the results of this research project 
suggest that individual differences in these areas are 
sufficiently clear as to be able to predict what external 
action must be taken especially in terms of 
training/course facilities. 
In light of this, it is suggested that both 
Government and Tertiary institutions involvement in small 
business development should look thoroughly at the 
extent, and more importanly the quality of the 
training/courses leader/instructor given to small 
business firms by the professions and academia. What is 
really required is training by people well versed not 
only in the theory of management, but also people capable 
of implementing those theories or techniques. A well 
trained instructor would ensure the correct technique to 
suit the problem and further he/she would help implement 
the techniques and monitor the small business 
progress. 
8). Attention is drawn to the fact that if 
academic institutions are to gather momentum in their 
research and monitoring of the small business firm 
sector, policymakers must regard the available national 
statistics on this sector as grossly inadequate and the 
sampling frames as unrepresentative (Clapham, 1985, 
p. 78). It is suggested that the Government of Indonesia 
look closely at available statistics with a view to 
achieving a more comprehensive coverage of small business 
firms and a view to continuously updating that coverage. 
9). Justification for Indonesian Government 
involvement in small business firm development on a 
national scale has been intensified, since the oil price 
collapsed in 1986; but whilst government have 
encouraged and become involved in various assistance 
programs, there is very little 'hard' evidence of serious 
assessment of the efficacy of many policies and modes of 
ass istance. 
6.3. AVENUES FOR FURTHER RESEARCH 
Recommendations for further research come from all 
areas of this research project. 
1). In dep-ch research into the small business 
failure could continue using the information already 
gathered in this research project. Particular attention 
could be paid to the other districts which are far from 
the Central Government of Bandung (the Capital City of 
West Java Province), and also which have no 
University/Institute/Academy nearby. 
2). Research is immediately required into a cross 
sectional study of small businesses that successfully 
survived and those that failed. Such research could 
establish a model of the attributes required to survive 
in small business in Indonesia. Attention must be paid to 
factors such as to the planning for management or market 
survey, an area that was neglected by small business 
firms in this study. 
3). To gain clearer insights into the faccors that 
are beneficial to small business firm start ups, research 
should examine the macro factors predominating in the 
economy when the small business firms in this research 
project were started. Is there any bunching around 
specific years ? What was the role of the oil crisis of 
1986 ? Can factors such as the series of deregulations 
which began in 1984 help to explain, why many small 
business firms started up during those years ? How 
dependent are the fortunes of small business firms on the 
business cycle ? Do start ups lag behind economic 
fluctuations ? If so, by how long ? Is there any rate of 
economic growth associated with a greater birth rate of 
small business firms ? In short, how do the macro factors 
influence small business firm fortunes and existence ? 
4). This research suggested that many small 
business firms in Bandung were textiles, clothing, 
footwear and leather orientated, with little emphasis on 
marketing and R and D. Further research using this data 
could examine in which industries this is dominant. 
Further research is needed to find out, why marketing and 
R and D are given least attention by small business 
firms. More detailed research into marketing for small 
business is required with a view to discover the most 
critical elements in the marketing mix and the strategies 
which have been most successful in individual industries 
and sectors. 
6). Research into potential of 'academic 
monitoring' of adjacent small business communities by 
fourth and fifth year students (team or individual) on a 
continuous basis, with senior lecturer guidance. 
7). Research uncovering the extent and quality of 
advice given to small firms by the professions and 
particularly academia. 
8). Furthermore, research into the efficiency of 
particular training methods should contribute to the 
improvement of training skills and to greater relevance 
(by up dating) of program content and material. There 
should be sharing of research findings through 
publications and conferences. 
9). Basic research into the many aspects of small 
business firm ownership and management is aimed at 
increasing the understanding of the phenomenon of 
entrepreneurship; the creating and maintaining of new 
enterprises. On the other hand, applied or action 
research is aimed at the solution of specified problems, 
it has as its objective the application of findings to 
some specific purpose. 
Within the field of small business firm there is 
need for both types of research, but at the moment for 
the Indonesian condition, the more urgent need being for 
an emphasis towards applied or action research. For 
example, there is need for more effec^ive training 
material including case studies, based on research. 
Indeed the whole training program must be built on 
researched needs and verified business/management 
requirements. 
10). Further research should concentrate on the 
impact of the regulation of export performance in order 
to identify the potential of organizing resources in a 
formal manner for export orientated small business firms. 
This research would be particularly beneficial in the 
light of Indonesia's unfortunate reputation for failing 
to meet overseas demand. 
6 .4 . SUMMARY 
Finally, no one is more aware than txhe researcher 
of the inadequacies and the numerous issues raised but 
unanswered by this research project. Nevertheless it is 
hoped that this research project will be able to 
contribute in at least small measure to knowledge in the 
small business area, and in particular to the awareness 
and future benefit in Indonesia of that neglected group, 
small business owner/managers . 
Discussion and correspondence from anyone reading 




The English language questionnaire 
The Indonesiaan language questionnaire 
APPENDIX 1 
English Language Questionnaire 
Please tick one ap^roriate answer 
Please don't make 
any marks in the 
right hand side of 
this questionnaire 




0 1983 0 1984 
your small business 
0 1985 
2) When did you ceases your small business 
in terms of no production and n^ 
selling any more and you did not pay 





0 1985 0 1986 
Did you carry on all production/storage 
activities at the same location as the 
selling activities ? 
(If you answer 'ves" to question 3, 
do not answer question 4. Go straight, 
to question 5) 
0 Yes -- Was it located in a shopping 




If you answered 'no.' to question 3, it 
signified that you had a special place 
from which to sell your goods and 













ii The year 
failure : 





The same location 
as the selling 
activities : 
0 1 (Yes), located 








0 1 (Shopping 
centre) 





0 1 (In a 
area 
0 2 (Just 
bus. 
0 3 (Well 
bus. 






out of a 
area ) 





5) Would you classify your sales location 
(question 3 and 4 above) as being : 
0 In a business area 
0 Just out of a business area 
0 Well out of a business area 
0 At the city limits or perimeter 
6) Did you use gearing to support your 
small business, when you ran your small 
business ? : 
(If you answer 'no.' to question 6, do 




7) How large was that proportion, compared 
with your own capital ? 
0 High > 60% 
0 Medium 
0 Low < 40% 
) You started up your small business by 
0 Purchase 
0 From Scratch 
0 Inherited 
0 Restructure of an existing business 
9) How many people worked in the business 
when you first started up (include both 
owner/manager and employees) ? : 
0 5 to 9 persons 
0 10 to 14 persons 
0 15 to 19 persons 
Categories of 
population around 
the small business 



















if Use gearing to 
support the small 
business : 
0 1 (Yes) 
0 2 (No) 
(T5) 
Categories 
gearing ratios : 
0 1 (High > 60%) 
0 2 (Medium) 








0 1 (Purchase) 
0 2 (From scratch) 
0 3 (Inherited) 
0 4 (Restructure 
of an exis-
ting bus. ) 
(T6) 
People worked in 
"che business in-
clude owner/mana-
ger and employees: 
0 1 (5 to 9) 
0 2 (10 to 14) 
0 3 (15 to 19) 
(T7) 
10) The Average age of the executives, when 
they started up their failed small 
business were : 
0 Under 20 years old 
0 20 to 29 years old 
0 30 to 39 years old 
0 40 to 49 years old 
0 Over than 49 years old 
11) The executives of the small business 
whilst the small business ran were : 
0 Female(s) only 
0 Male(s) only 
0 Female(s) and male(s) 
12) Your previous 
experience (duration 
could be described as : 
0 Excellent - Good 
0 Above - Below average 





to your failed small 
13) How well did your husband / wife 
and your family support you, whilst 
you ran your small business ? : 
0 Excellent - Good 
0 Above - Below Average 
0 Poor - Very poor 
14) How well did you use booKKeeping 
records. whilst you ran your small 
business ? : 




ii Age of entry into 
small business : 
0 1 (Under 20 yrs) 
0 2 (20 to 29 yrs) 
0 3 (30 to 39 yrs) 
0 4 (40 to 49 yrs) 



















0 1 (Excellent -
Good) 
0 2 (Above - Below 
average) 




band/wife & family 
to your small bus: 
0 1 (Excellent -
Good) 
0 2 (Above - Below 
average) 




cords which was 
used 
0 1 (Excellent -
Good) 
0 2 (Average) 




15) How often were bookkeeping report.F; 
produced. whilst you ran your small 
business ? : 
0 At least monthly 
0 Quarterly 
0 Half yearly 
0 Annually 
16) How many knowledgeable persons / 
sources were concu Iced about your 
proposed small business, when you 
started up ? : 
0 1 to 3 persons 
0 4 to 6 persons 
0 More than 7 persons 
17) Prior to your start up in small 
business, the first consultation has 
had with : 
0 Bank Manager/staff 
0 Someone in business 
0 Trade supplier(s) 
0 Trade Association 
0 Government counsellor 
0 Consultant 
0 Previous employer 
0 Other 
18) Did you do any market survey, either 
before you started up your small 
business or whilst you ran your small 
business ? : 
0 Yes 
0 No 
19) Did you prepare a cash budget. befor? 








0 1 (At least 
monthly) 
0 2 (Quarterly) 
0 3 (Half yearly) 





0 1 (1 to 3) 
0 2 (4 to 6) 
0 3 (7 or more) 
(T14) 
Consultation 
whilst you start 
up your small bus. 
was done to : 
0 1 (Bank Manager/ 
Staff) 
0 2 (Someone in 
business) 
0 3 (Trade 
Supplier is) 
0 4 (Trade 
association) 
0 5 (Government 
counsellor) 
0 6 (Consultant) 
0 7 (Previous 
employer) 
(Other) 0 8 
rT15) 
Did the market 
survey before 
started up or 
whilst ran : 
0 1 (Yes ) 
0 2 (No) 
(T16) 
20) How well did you use cash budgeting 
whilst you ran your small business ? : 
0 Consistently and well 
0 Occasionally 
0 Rarely/Never/Poorly 
21) Whilst you ran your small business, the 
average number of your customers each 
day were : 
0 1 to 10 persons 
0 11 to 20 persons 
0 21 to 30 persons 
0 More than 30 persons 
22) How well did you follow updating of 
technology and produot knowledge in 
connection with the products you sold : 
0 Excellent - Good 
0 Average - Below average 
0 Rarely/Never/Poorly 
23) How well did you n.se financial data 
for managing, whilst you ran your small 
business ? : 
0 Excellent - Good 
0 Average - Below average 
0 Rarely/Never/Poorly 
24) How many training ox. courses did your firm attended (at least one owner/ 
manager in attendance) in relation to 
some aspects of business/management, 
whilst your small business ran or 
started up ? (If you answer 'none.' to 
question 24, do not answer question 25, 





0 More than 3 
Preparation 
cash budget 
0 1 (Yes) 












if The average number 
of customers : 
0 1 (1 to 10) 
0 2 (11 to 20) 
0 3 (21 to 30) 
0 4 (Over 30) 
(T19) 
tt Updating of tech-
nology and pro-











ii Used the financial 
data : 
0 1 (Excellent- -
Good) 
0 2 ¡.Average - Be-
low average) 
0 3 (Rarely/Never/ 
Poorly) 
(T21) 
25) Training / courses which had been 
attended, whilst your small business 




0 Trade Associations 
0 Correspondence/Home study 
0 Chambers of Commerce 
0 Other 
26) Training / courses which had been 
attended, whilst your small business 
ran or started up, was provider} bv tvue 
of training leader/instructor : 
0 A group of experts with a combination 
of backgrounds of instructors 
0 Government counsellors 
0 University/College/Academy lecturers 
0 Professionals 
0 Business owner/manager 
0 Other 
27) Training/courses which had been atten-
ded, whilst your small business ran or 






0 Group study 
0 Home Study 
0 Other 
Training / courses 
which was attended 
0 1 (None) 
0 2 (1) 
0 3 (2) 
0 4 (3) 
0 5 (More than 3) 
(T22) 
Training / courses 





0 3 (Universities) 





0 6 (Chambers of 
Commerce) 
7 (Other) 0 
(T23) 
tt Training / courses 
which had been at-
rended, was provi-





















28) Did you make use of external advice. 
whilst you ran your small business ? : 
(If you answered 'no.' to question 28, 
do not answer question 29. Go straight 
to question 30) 
0 Yes 
0 No 
29) Whilst you ran your small business, 
the most intensive type of external 
advice which was consulted was : 
0 Bank Manager/Staff 
0 Trade association 
0 Government counsellor 
0 Trade supplier(s) 
0 Consultant 
0 Someone in business 
0 Previous employer 
0 Other 
30) What number of external .idviscry 
sources were used, whilst you 
small business ? : 
0 None 
0 1 or 2 persons 
0 3 or 4 persons 
0 More than 4 persons 
ran your 
if Training / courses 
which had been at-
tended, was provi-




















0 1 (Yes) 
0 2 (No) 
(T26) 
Type of external 
advice : 
0 1 (Bank Manager/ 
Staff) 
0 2 (Trade 
association) 
0 3 (Government 
counsellor) 
0 4 (Trade 
supplier(s) 
0 5 (Consultant) 
0 6 (Someone in 
business) 
0 7 (Previous 
employer) 
0 8 (Other) 
(T27 ) 
n External advisory 
souces which was 
used : 
0 1 (None) 
0 2 (1 or 2) 
0 3 (3 or 4) 
0 4 (More than 4) 
(T28 ) 
APPENDIX 1 
Indonesian Language Questionnaire 
Pilihlah ..iaŵ ban vang tepat 
membubuhi tanda ^ pada 0 vang tersedia i 
Bagian kanan ini 
mohon dikesongkan ! 
1) Pada tahun berapa Bapak/Ibu/Sdr. /Sdri. 
mulai raelakukan usaha ? 
2 ) 
0 1983 0 1984 0 1985 
Pada tahun berapa usaha Bapak/Ibu/Sdr. / 
Sdri. tersebut tidak 'jalan' lagi ? 
(tidak berproduksi dan tidak berjualan 





0 1985 0 1986 
3) Apakah ditempat ini Bapak/Ibu/Sdr. /Sdri. 
selain sebagai tempat pembuatan (katakan 
pabriknya), juga berfungsi sebagai 
tempat raenjual (katakan tokonya) ? 
0 Ya, Apakah itu berlokasi di shopping 
centre ? 0 Ya 0 Tidak (lalu ja-
wablah langsung ke No.5) 
0 Tidak 
4.) Kalau jawaban Bapak/Ibu/Sdr. /Sdri. t-idak 
pada pertanyaan Mo.3 di atas, 
Bapak/Ibu/Sdr. /Sdri. memiiiki 




- Terletak di shopping centre 
0 Ya 
0 Tidak 
5) Menurut Bapak/Ibu/Sdr./Sdri. , tempat 
ber.iuaian tersebut (pertanyaan No. 3 dan 
4 di atas) terletak : 
0 Sekitar daerah perdagangan 
0 tidak jauh dari daerah perdagangan 
0 Jauh dari daerah perdagangan 
O Di batas kota 
Catatan pene 1 i ti 
^ start : 
O 83 0 84 O 85 
(TI) 
íf tahun ke . . . jatuh 
O 1 0 2 O >3 
(TI) 
ít sama dengan lokasi 










tf penduduk sekitar 
area! business 
termasuk kategori: 
( T4 ) 





















nya : (T2) 
0 1 (Shopping 
centre) 
0 2 (Non shopping 
centre) 
6) Dalam m^njalani usaha inl, Bapak/Ibu 
Sdr./Sdri. menggunakan uang pinjaman : 
O Ya (langsung jawab No.8) 
O Tidak 
7) Kalau menggunakan uang pinjaman berapa 
besar uang pinjaman tersebut, jika 
dibandingkan dengan modal yang dibawa 
atau ditanam sendiri ? 
O Lebih besar dari 60% 
O Lebih kurang sebanding 
O Lebik kecil dari 40% 
8) Bapak/Ibu/Sdr./Sdri., memulai usaba ini 
dengan jalan : 
O Membeli usaha orang lain yang sedang 
berjalan 
O Mendirikan sendiri sejak awal muía 
(dari nol) 
O Mendapat warisan dari orang tua 
O Melanjutkan usaha orang lain vang 
sudah hampir tidak jalan 
9) Sewaktu memasuki usaha ini, jumlah 
berkecimpung pada 
(t.ermasuk perni lik 
personil yang turut. 
awal mulanya adalah 
yang mungkin berfungsi sebagai Manager 
dan sejumlah karyawannya) : 
O 5 s/d. 9 orang 
O 10 s/d. 14 orang 
O 15 s/d. 19 orang 
10) Sewaktu memasuki usaha ini, rata - rata 
usia dari para pengelolanya adalah 
O Dibawah umur 20 tahun 
O Antara umur 20 s/d. 29 
O Antara umur 30 s/d. 39 
O Antara umur 40 s/d. 49 tahun 




yang berada di 
di shopping centre 
nya dishopping 
centre yang bera-
da di : (T3) 
0 1 (In bus. area) 
0 2 (Out of bus. 
area-inner) 
0 3 (Out of bus. 
area-outer) 
0 4 (In the bound-
dries of the 
city) 
uang pinjaman xe; 
raasuk kategori : 
{T5 ) 
0 1 (High > 60%) 
0 2 (Medium) 
0 3 (Low < 40%) 
memulai usaha de-
ngan jalan : (T6) 
0 1 (Purchase) 
0 2 (From scrat.ch 
ij 3 (Inherited! 
0 4 ÍRestructure) 
# memulai usaha de-
ngan .iumlah perso-
nil : (T7) 
0 1 (5 to 9 ) 
0 2 (10 to 14) 
0 3 (15 to 19) 
memulai usaha de-
rata-rata usia pa-
ra pengelolanya : 
(T8) 














11) Sewaktu men.ialankan us aha ini, para 
pengelolanya adalah : 
0 Seluruhnya wanita 
0 Seluruhnya pria 
0 Campuran, antara wanita dan pria 
12) Pengalaman Bapak/Ibu / Sdr. / Sdri. yang 
sudah dimiliki dan juga lamanya penga-
laman yang sudah dimiliki tersebut, hu-
bungannya dengan usaha yang di.jalankan 
dahulu : 
0 Sangat balk - baik 
0 Sedang - kurang baik 
0 Buruk - buruk sekali 
13) Sewaktu men ialank;̂ n usaha ini, dukungan 
dari suami/istri dan segenap anggota 
keluarga : 
0 Sangat baik - baik 
0 Sedang - kurang baik 
0 Buruk - buruk sekali 
14) Sewaktu menialankan usaha ini, kecakapan 
menggunakan pencatatan dalam pembukuan : 
0 Sangat baik - baik 
0 Sedang 
0 Kurang memahami 
0 Buruk/sama sekali tidak memahami 
15) Sewaktu Tn^pi^lankan usaha ini, frekuensi 
laporan pembukuan dilakukan : 
0 Sekurang-kurangnya sebulan sekali 
0 3 bulan sekali 
0 6 bulan sekali 
0 1 tahun sekali 
# pengelola usaha i-
ni : (T9) 
0 1 (Female(s) 
only) 
0 2 (MaleCs) only) 
0 3 (Female(s .) and 
male(s)) 
a pengalaman dan la-
manya pengalaman : 
0 1 (Excellent -
Good) 
0 2 (Above - Below 
average 
Ü 3 (Poor - Very 
poor) 
(T10) 
ÍÍ dukungan suami/ 
istri / keluarga : 
(Til) 
0 1 (Excellent -
Good) 
0 2 (Above - Below 
average) 
0 3 (Poor - Very 
poor 
ÍÍ pembukuan yang di-
lakukan : 
(T12 ) 
0 1 (Excellent -
Good) 
0 2 (Average) 
0 3 (Inadequate) 
(,) 4 (Poor/Non-
Existent) 
it frekuensi laporan 
pembukuan dilaku -
kan : (T13) 
0 1 (At least 
monthly) 
C.) 2 (Quarterly.) 
Ú 3 (Half yearly) 
; 0 4 (Annually) 
16) Sewaktu Bapak/Ibu/Sdr./Sdri. baru memu-
usaha (dahulu), berapa orang/tenaga 
ahli yang dijadikan 'tempat' berkonsul-
tasi : 
0 1 s/d. 3 orang 
0 4 s/d. 6 orang 
0 Lebih dari 7 orang 
17) Sewaktu mgmulai usaha ini, konsultasi 
untuk pertama kalinya dilakukan kepada : 
0 Manajer bank/staf (bank pemerintah/ 
swasta) 
0 Seseorang yang berkecimpung didunia 
bisnis 
0 Penjual barang-barang tertentu yang 
sejenis 
0 Assosiasi penjual barang-barang 
tertentu yang sejenis 
0 Seseorang yang berada dilerabaga 
pemeritahan 
0 Konsultan yang profesional pada 
bidangnya 
0 Pemberi kerja/majikan yang terdahulu 
0 Lainnya 
18) Baik sewaktu memulai usaha ini, maupun 
sewaktu menialani usaha ini, melakukan 
riset pasar : 
0 Ya 
O Tidak 
19) Sewaktu 1 ̂ "i usaha ini, mempersiapkan 
penggunaan cash budget 
0 Ya 
0 Tidak 
20) Sewaktu m^n ialankan usaha .ni, 
menggunakan cash budgeting : 
0 Secara konsisten dan baik 
0 Kadang - kadang 
0 Jarang/hampir tidak pernah/tidak 
pernah sama sekali 
sewaktu baru memu-
lai usaha, konsul-




0 1 (1 to 3) 
0 2 (4 to 6) 
0 3 (7 or more) 
sewaktu baru raemu-
lai usaha, konsul-
tasi untuk pertama 
kalinya dilakukan 
kepada :(T15) 
0 1 (Bank Manager./ 
Staff) 
0 o ¿ÍJ (Someone in 
business) 
0 3 (Trade 
supplier(s) ) 
0 4 (Trade 
association.) 
0 5 (Government 
counsellor) 
0 6 (Consultant) 
0 7 (Previous 
employer) 
0 8 (Other) 
ti melakukan riset 
pasar : (T16) 
0 1 (Yes) 
0 2 (No) 
ii persiapan menggu-
nakan cash budget: 
(T17) 
0 1 (Yes) 
0 2 (No) 
ii menjalankan usaha, 
dengan menggunakan 
cash budgeting : 
(T18) 
0 1 (Consistently 
and well) 
0 2 (Occasionally) 
0 3 (Rarely/never/ 
U 3 poorly) 
21) Sewaktu usaha sudah berialan. rata-rata 
konsumen setiap harinya : 
0 1 s/d. 10 orang 
0 11 s/d. 20 orang 
0 21 s/d. 30 orang 
0 lebih dari 30 orang 
22) Sewaktu usaha dimulai dan juga sewaktu 
usaha sudah berialan. pengetahuan 
mengenai perkembangan teknologi vang 
berhubungan dengan produk vang di.iual 
diikuti secara : 
0 Sangat baik - baik 
0 Sedang - kurang baik 
0 Jarang/hampir tidak pernah/tidak 
pernah sama sekali 
23) Sewaktu usaha m i berialan, 
penggunaan laporan keuangan untuk 
pimpinan dilakukan secara : 
0 Sangat baik - baik 
0 Sedang - kurang baik 
0 Jarang/hampir tidak pernah/tidak 
pernah sama sekali 







24) Sewaktu usaha ini sgdah mui-̂ ii berialan 
atau mungkin 
latihan / kursus 
manajemen yang 
sebanyak : 
0 Tidak pernah {längsung jawab no.29) 
0 1 kali 
0 2 kali 
0 3 kali 
0 Lebih dari 3 kali 






0 1 (1 to 10) 
0 2 (11 to 20) 
0 3 (21 to 30) 
0 4 (Over 30) 
if pengetahuan menge-
nai produk yang 
dijual diikuti se-
cara : iT20) 
0 1 (Excellent -
Good) 
0 2 (Average - Be-
low average) 
0 3 (Rarely/Never/ 
Poorly) 
penggunaan laporan 







(Rare1y/N eve r/ 
Poorly.) 
latihan / kursus 
yang pernah dii-
kuti sebanyak : 
(T22 ) 
0 1 (None) 
0 2 (1) 
0 3 (2) 
0 4 (3) 
0 5 (More than 
25) Sewaktu usaha ini 
atau mungkin baru 
latihan / kursus dalam 
manajemen yang 
diselenggarakan oleh 







0 Profesional dalam bidangnya 
0 Universitas 
0 Assosiasi penjual barang-barang 
tertentu yang sejenis 
0 Lembaga tertentu raelalui koresponden 
atau seraacam pekerjaan rumah 
0 Departemen perdagangan 
0 Lainnya 
26) Sewaktu usaha ini sudah mulai berialan 
atau mungkin baru mulai ber.la Ian, 
27) 
latihan / kursus dalam bidang bisnis/ 
manajemen yang pernah diikuti, dipimpin 
atau diberikan oleh : 
0 Gabungan para ahli dari berbagai 
bidang ilrau 
0 Orang-orang dari kalangan pemerintahan 
0 Dosen-dosen dari universitas/akademi/ 
politeknik 
0 Para ahli dalam bidang tertentu 
0 Para pemilik bisnis/mana.ier dari 
perusahaan tertentu 
0 Lainnya 
Sewaktu usaha ini sudah miUai beiLlaXan 
atau mungkin baru mulai ber.iaian, 
latihan / kursus dalam bidang bisnis/ 
manajemen yang pernah diikuti, 
diselenggarakan dalam bentuk : 
0 Seminar - seminar 
0 Kuliah kerja 
0 Konsultasi 
0 Perkuliahan 
0 Studi berkelompok 
0 Pekerjaan dirumah 
0 Lainnya 
latihan / kursus 
yang pernah dii-
kuti, diselengga-





















latihan / kursus 
yang pernah dii-
kuti, dipimpin o-
leh : (T24) 
0 1 (Team) 
0 2 (Government 
Counsellors,) 





0 5 (Business ow-
ner/Managers 1 
0 6 (Other) 




















menggunakan 28) Sewaktu usaha sudah dimulai 
penasehat dari luar : 
0 Ya 
0 Tidak 
29) Sewaktu usaha sudah dimulai. penasehat 
dari luar yang sering digunakan ialah : 
0 Manajer bank/staf (bank pemerintah/ 0 1 (Bank Manager/ 
swasta) Staff) 
0 Seseorang yang berkecimpung didunia 0 o (Trade 
bisnis association) 
0 Penjual barang-barang tertentu yang 0 3 (Government 
sejenis counsellor) 
0 Assosiasi penjual barang-barang 0 4 (Trade 
tertentu yang sejenis supplier(s j ) 
0 Seseorang yang berada dilembaga 0 5 (Consultant.) 
peraerintahan 0 6 (Someone in 
0 Konsultan yang profesional pada business) 
bidangnya 0 7 (Previous 
0 Pemberi kerja/majikan yang terdahulu employer) 
0 Lainnya C) 8 (Other) 
30) Sewaktu usaha sudah dimulai. rata-rata 
jumlah penasehat yang biasanya dipakai 
0 Tidak pernah 
0 1 atau 2 
0 3 atau 4 
0 Lebih dari 4 
ÍÍ menggunakan pena-
sehat dari luar 
sewaktu menjalan -
kan usaha : (T26) 
0 1 (Yes) 
0 2 (No) 
tt penasehat dari lu-
ar yang digunakan: 
(T27) 
ÍÍ jumlah penasehat. 
yang dipakai:(T23) 
0 1 (None) 
( i or ) V 
0 3 (3 or 4) 
0 4 (More than 4) 
Appendix 2 
Table for determining sample size 
from a given population 
APPENDIX 2 
Table for De-termining Sample Size from a 
Given Population 
N S N S N S 
5 5 220 140 1200 291 
10 10 230 144 1300 297 
15 14 240 148 1400 302 
20 19 250 152 1500 306 
25 24 260 155 1600 310 
30 28 270 159 1700 313 
35 32 280 162 1800 317 
40 36 290 165 1900 320 
45 40 300 169 2000 322 
50 44 320 175 2200 327 
55 48 340 181 2400 331 
60 52 360 186 2600 335 
65 56 380 191 2800 338 
70 59 384 192 3000 341 
75 63 400 196 3500 346 
80 66 420 201 4000 351 
85 70 440 205 4500 354 
90 73 460 210 5000 357 
95 76 480 214 6000 361 
100 80 500 217 7000 364 
110 86 550 226 8000 367 
120 92 600 234 9000 368 
130 97 650 242 10000 370 
140 103 700 248 15000 375 
150 108 750 254 20000 377 
160 113 800 260 30000 379 
170 118 850 265 40000 380 
180 123 900 269 50000 381 
190 127 950 274 75000 382 
200 132 1000 278 100000 382 
210 136 1100 285 1000000 384 
Note: N is population size. 
S is sample size. 
Source: Krejcie and Margon, 1970, pp. 607-610. 
Appendix 3 
Crosstab / chi-square tests from 
table 5.2 to table 5.34 
APPENDIX 3 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.2. 











































CHI-SQUARE = .480, D.F.= PROB. = .7865 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.2. 
EXPECTED VALUES (Cell format: coimt/ percent: tot.̂ 1/ percern:: row/ percent: col ) 
i; O 1 1 3! TOTAL 
28. 10! 17. 17! 18.73! 64. ¿)0 
11.42! 6.98! 7.61! 26.^ 
43.90! 26.83! 29.27! 
26.02! 26.02! 26.02! 
+ — + — + — 
79.90! 48.83! 53.27! 182.00 
32.48! 19.85! 21.65! 73.98 
43.90; 26.83! 29.27! 
73.98! 73.98! 73.98! 
+ — +— H 
108.00! 66.00! 72.00! 246.00 
43.90! 26.83! 29.27! 100.00 
: = . 480, D.F.= 2, PROB. :: . 7865 
2! 
TOTAL! 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.3. 



























































CHI-SQUARE = 20.113, D. F. = 6 , PROB. = 2.644E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.3. 
EXPECTED VALUES (Cell forroat: count/ percent: total/ percent: row/ percent: col) 
1 
i 1 1 
1! 21 3! TOTAL 
41.27! 25.22: 27.51! 94.00 
16.78! 10.25! 11.18! 38.21 
43.90! 26.83! 29.27! 
38.21! 38.21! 38.21! 
1- -4- 4- 4-
2 
25.90! 15.83! 17.27! 59.00 
10.531 6.43! 7.02! 23.98 
43.90! 26.83! 29.27! 
23.98! 23.98! 23.98! 
3 
20.20! 12.34! 13.46! 46.00 
8.21! 5.02! 5.47! 18.70 
43.90! 26.83! 29.27! 
18.70! 18.70! 18.70! 
4 
20.63! 12.61! 13.76! 47.00 
8.39! 5.13! 5.59! 19.11 
43.90! 26.83! 29.27! 
19.11! 19.11! 19.11! 
TOTAL 108.00! 66.00! 72.00! 246.00 
43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 20.113 , D. F. = 6, PROB. = 2.644E-03 
CROSSTAB / 
TABLE 5 .3 . (1 ) . 









































CHI-SQUARE = 18.579, 2, PROB. = 9.240E-05 
CROSSTAB / CHI-SOJARE TESTS 
TABLE 5.3. (1). 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ percent: co l ) 
1 1! 2! O i •-> I TOTAL 
1 1 
1! 1 1 1 i 
1 







































CHI-SQUARE := 18.579, D.F.= 2, PROB. = 9.240E-05 
O O 
CRCBSTAB / CHI-SaiABE TESTS 
TABLE 5.4. 
OBSERVED VALUES (Cel l format: count / percent: t o t a l / percent: row/ percent: c o l ) 






























































































CHI-SQUAPE 12.830, D .F.= 10, PROB. = .2334 
CE^STAB / CHI-Sŝ ARE TESTS 
TABLE 5.4. 







+ — 1— + + — 
27.22! 16.63! 18.15; 62.00 
1! 11.06! 6.76! 7.38! 25.20 
43.90! 26.83! 29.27! 
25.20! 25.20! 25.20! j 1 
23.27! 14.22! 15.51! 53.00 
2! 9.46! 5.78! 6.31! 21.54 
43.90! 26.83! 29.27! 
21.54! 21.54! 21.54! 
21.51! 13. 15! 14.34! 49.00 
3 8.74! 5.34! 5.83! 19.92 
43.90! 26.83! 29.27! 
19.92! 19.92! 19.92! 
14.93! 9. 12! 9.95! 34.00 
4! 6.07! 3.71! 4.05! 13.82 
43.90! 26.83! 29.27! 
13.82! 13.82! 13.82! 
( — H + — 4-
9.66! 5.90! 6.44! 22.00 
5! 3.93! 2.40! 2.62! 8.94 
43.90! 26.83! 29.27! 
8.94! 8.94! 8.94! 
11.41! 6.98! 7.61! 26.00 
6! 4.64! 2.34! 3.09! 10. 57 
43.90! 26.83! 29.27; 
10. 57! 10. 57! 10. 57! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 12.830, 10, FROB. = .2334 
CROSSTAB / CHI-SQQARE TESTS 
TABLE 5 .5 . 
OBSERVED VALUES ( C e l l format: count/ percent: t o t a l / percent: row/ percent: c o l ) 
1 
TOTAL 





























































































































CHI-SQUARE = 7..378, 16, PROB. .9653 
235 
CROSSTAB / GHI-SOJARE TESTS 
TABLE 5.5. 

































































































10. 98 1 
5.371 


































66.00! 72.00! 246.00 
100.00 
CHI-SQUARE = 7.378, D. F. ̂  16, PROB. = .9653 
236 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.6. 























































































CHI-SQUARE = 3.447 , D. F. = 8, PROB. = .9033 
CROSSTAB / CHI-SQOARE TESTS 
TABLE 5.6. 
























































































CHI-SQUARE = 3.447, D. F. = 8, PROB. = .9033 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 7 . 
OBSERVED VALUES ( C e l l f o r m t : c o u n t / p e r c e n t : t o t a l . / p e r c e n t : r o w / p e r c e n t : c o l ) 




8 ! 5 
15.381 9 . 6 2 
36 .36 ! 22 .73 
42 .11 ! 2 9 . 4 1 
9 ! 22 
17.31! 4 2 . 3 1 
40 .91 ! 




21 .15 ! 23 .08 
36 .67 ! 4 0 . 0 0 
57 .89 ! 70 .59 
19! 17 
36 .54 ! 32 .69 
7 ! 30 
13 .46! 57.69 
2 3 . 3 3 ! 
43 .75 ! 
16! 52 
30 .77 ! 100.00 
CHI-SQUARE = 2 . 4 3 3 , D .F .= PROB. = .2963 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 7 . 
EXPECTED VALUES ( C e l l f o n r n t : c o u n t / p e r c e n t : t o t a l / 







1 1 8. 04! 7. 191 6. 77! 22 .00 
1! 15. 46! 13. 83! 13. 02! 42 .31 
1 1 36. 54! 32. 69! 30. 77! 
1 42. 31! 42. 31! 42. 31! 
1 t 10, 96! 9. 81! 9. 23! 30. 00 
2 ! 21. 08! 18. 86! 17. 75! 57.69 
1 i 36. 54! 32. 69! 30. 77! 
1 1 57. 69! 57. 69! 57. 69! 
4- — + - — + — 
TOTAL! 19. 00! 17. 00! 16. 00! 52 .00 
1 1 36. 54! 32. 69! 30. 77! 100.00 
CHI-SQUARE = 2 . 4 3 3 , D. 2 , PROB. : = .2963 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.8. 


























c oa I 
















CHI-SQUARE = 27.161, D. F. = 2, PROB. = 1.265E-0i3 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.8. 









































CHI-SQUARE 27.161, D. F. = PROB. = 1.265E-e« 
CROSSTAB / GHI-SQUAEE TESTS 
TABLE 5.9. 













































CHI-SQUARE r: .085, D.F.= 2, PROB. = .9583 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.9. 










































CHI-SQUARE - .035, D. F. = PROB. - .9583 
CROSSTAB / CHI-SOIAFiE TESTS 
TABLE 5. 10. 
OBSERVED VALUES (Cell forroat: c o m t / percent: t o t a l / percent: row/ percent: col) 
I I I ' 
J i ; 2! 3! TOTAL + + + + 
; 72 J 39! 30! 141 
1! 29.27! 15.85! 12.20! 57.32 
! 51.06! 27.66! 21.28! 
! 66.67! 59.09! 41.67! 
! 26! 19! 24! 69 
2! 10.57! 7 .72! 9 .76! 28.05 
! 37.68! 27.54! 34.78! 
! 24.07! 28.79! 33.33! + -f + + 
! 10! 8! 18! 36 
3! 4 .07 ! 3 .25! 7.32! 14.63 
! 27.78! 22.22! 50.00! 
! 9 .26 ! 12.12! 25.00! 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 1 3 . 8 0 2 , 4, PROB. = 7.956E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5. 10. 
EXPECTED VALUES (Cell f o r m t : count/ percent: t o t a l / percent: row/ percent: col ) 
1 1! 9 1 <-• 1 •J 1 •-> ! TOTAL 
1 1 61.90! 37.83! 41.27! 141.00 
1! 25.16! 15.38! 16.78! 57..32 1 1 43.90! 26.83! 29.27! 1 1 57.32! 57.32! 57.32! 
1 1 30. 29! 18.51! 20.20! 69.00 
2! 12.31! 7 .53! 8.21! 28.05 i 1 43.90! 26.83! 29.27! 1 28.05! 28.05! 28.05! 
1 1 15.80! 9 .66! 10.54! 36.00 
3! 6 .42 ! 3 .93! 4.28! 14.63 1 1 43.90! 26.83! 29.27! 
i 14.63! 14.63! 14.63! 
+_ + — H + — 
TOTAL! 108.00! 66.00! 72.00! 246.00 
• 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 13.802, D. F. = 4, PROB. = 7.956E-k)3 
242 
CROSSTAB / CHI-SOJAEE TEBTB 
TABLE 5.10. (1). 













































CHI-SOJARE = 12.401, D. F. = 2, PROB. - 2.029E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.10. (1). 












































CHI-SQUARE = 12.401, D. F. = PROB. = 2.029E-03 
CROSSTAB / CHI-SQUAEE TESTS 
TABLE 5.11. 













































CHI-SQUARE := 14.687, D. F. = PROB. = 6.469E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5. 11. 
EXPECTED VALUES (Cell format: count/ percent: total/ r^rcent: row/ percent: col) 
11 9 1 1 
•'J 1 1 TOTAL 
19. 32! 11. 801 12. 881 44. 00 
11 7. 851 4. 80! kJ . 231 17. 89 
43. 901 26. 83! 29. 27! 
17. 89! 17. 891 17. 89! 
88. 681 54. 20! 59. 12! 202. ,00 
21 36. ,051 22. , 03! 24. 0:31 82. , 11 
43. ,90! 26. ,83! 29. 27! 
82. .11! 82. . Ill 82. 11! 
TOTAL! 108. ,001 66. ,00! 72. 00! 246. . m 
43. ,901 26. ,83! 29. 27; 100, .00 
CHI-SOUARE = 14.687, D.F.= PROB. = 6.469E-04 
CROSSTAB / GHI-S®JARE TESTS 
TABLE 5- 12. 

























































CHI-SQUARE = 13.550, D. F.= 4, PROB. = 8.879E-03 
CROSSTAB / CHI-S(^ARE TESTS 
TABLE 5.12. 
EXPECTED VALUES (Cell fonmt: count/ percent: t o t a l / ];^rcent: row/ percent: col ) 
i ; TOTAL 
1 1 34.241 20. 93 1 22.831 78.00 
11 13.921 8.511 9.281 31.71 i 1 43.901 26.831 29.271 1 1 31.711 31.711 31.71! 
1 39.071 23.881 26.051 89.00 
21 15.881 9.711 10. 591 36. 18 
! 43.90! 26.831 29.27! 
1 36.18! 36.181 36.181 
1 34.681 21.201 23.121 79.00 
31 14. 101 8.621 9.401 32. 11 1 1 43.901 26.831 29.27! I I 32 . I l l 32 . I l l 32 . I l l 
TOTAL! 108.00! 66.00! 72.00! 246.00 
1 1 43.901 26.831 29.27! 100.00 
CHI-SQUARE 13.550, D. F. = 4, PROB. = 8.379E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 1 2 . ( 1 ) . 












































C H I - S ^ A R E = 13.431, D . F . = 2, PROB. = 1.212E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 1 2 . ( 1 ) . 
EXPECTED VALUES ( C e l l foiroat: count/ percent: t o t a l / percent: row/ percent: c o l ) 







































CHI-SQUARE = 13.431, D . F . = PROB. = :12E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5. 13. 
OBSERVED VALUES (Cell formt: count/ percent: total/ percent: row/ percent: col) 
I I I ! 
! 1! 2! 3! TOTAL + + + + 
! 42! 31i 29! 102 
1! 17.07] 12.60! 11.79! 41.46 
! 41.18! 30. .39! 28.43! 
! 38.89! 46.97! 40.28! 
! 66! 35! 43! 144 
2! 26.83! 14.23! 17.48! 58.54 
! 45.83! 24.31! 29.86! 
; 61.11! 53.03 ! 59.72! 
+ + 4. + 
TOTAL! 108! 66! 72! 246 
43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 1 . 1 6 1 , D.F.= 2, PROB. = .5596 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.13. 
EXPECTED VALUES (Cell formt: count/ percent: total/ per^^ent: row/ percent: col ) 
! 1! 2! 3! TOTAL 
; 44.78! 27.37! 29.85; 102.00 
1! 18.20! 11.12! 12.14! 41.46 
! 43.90! 26.83! 29.27! 
! 41.46! 41.46! 41.46! + + + 
! 63.22! 38.63! 42.15! 144.00 
2! 25.70! 15.70! 17.13! 58.54 
! 43.90! 26.83! 29.27! 
! 58.54! 58.54! 58.541 
TOTAL! 108.00! 66.00! 72. ¡2)0! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 1 . 1 6 1 , D.F.= 2, PROB. = .5596 
CROSSTAB / CHI-SQUABE TESTS 
TABLE 5 . 1 4 . 




2 8 . 3 0 ! 
1 3 . 8 9 ! 
2 3 ! 
9 . 3 5 ! 
3 4 . 3 3 ! 




6 . 9 1 ! 
3 2 . 0 8 ! 
2 5 . 7 6 ! 
2 3 ! 
9 . 3 5 ! 
3 4 . 3 3 ! 
3 4 . 8 5 ! 
21! 
8 . 5 4 ! 
3 9 . 6 2 ! 
2 9 . 1 7 ! 
21! 
8 . 5 4 ! 
3 1 . 3 4 ! 
2 9 . 1 7 ! 
53 
2 1 . 5 4 
67 
2 7 . 2 4 
7 0 ! 
2 8 . 4 6 ! 
5 5 . 5 6 ! 
6 4 . 8 1 ! 
2 6 ! 
10. 57 : 
2 0 . 6 3 ! 
3 9 . 3 9 ! 
3 0 ! 
12.20! 
2 3 . 8 1 ! 
4 1 . 6 7 ! 
126 
5 1 . 2 2 
TOTALI 108! 
4 3 . 9 0 ! 
6 6 ! 
2 6 . 8 3 ! 
7 2 ! 
2 9 . 2 7 ! 
246 
100.00 
CHI-SQTJARE 1 5 . 3 0 7 , D . F . = 4 , PROB. = 4. 105E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 1 4 . 
EXPECTED VALUES ( C e l l formX,: c o u i n t / p e r c e n t : t o t a l / p s r c e n t : r o w / p e r c e n t : co l . : 
+ -
1! 
2 3 . 2 7 ! 
9 . 4 6 ! 
4 3 . 9 0 ! 
2 1 . 5 4 ! +_ 
1 4 . 2 : 
•70 I 
I I 
2 6 . 8 3 ! 
2 1 . 5 4 ! 
3 ! 
1 5 . 5 1 ! 
6 . 3 1 ! 
2 9 . 2 7 ! 
2 1 . 5 4 ! 
TOTAL 
5 3 . 0 0 
2 1 . 5 4 
3 
2 9 . 4 1 ! 
1 1 . 9 6 ! 
4 3 . 9 0 ! 
2 7 . 2 4 ! 
5 5 . 3 2 ! 
2 2 . 4 9 ! 
4 3 . 9 0 ! 
5 1 . 2 2 ! 
1 7 . 9 8 ! 
7 . 3 1 ! 
2 6 . 8 3 ! 
2 7 . 2 4 ! 
3 3 . 8 0 ! 
1 3 . 7 4 ! 
2 6 . 8 3 ! 
5 1 . 2 2 1 
1 9 . 6 1 ! 
7 . 9 7 ! 
2 9 . 2 7 ! 
2 7 . 2 4 ! 
3 6 . 8 8 ! 
1 4 . 9 9 ! 
2 9 . 2 7 ! 
5 1 . 2 2 1 +-
6 7 . 0 0 
2 7 . 2 4 
126.00 
5 1 . 2 2 
TOTAL 108.00! 
4 3 . 9 0 ! 
66.t30! 
2 6 . 8 3 ! 
7 2 . 0 0 ! 
2 9 . 2 7 ! 
2 4 6 . 0 0 
100.00 
CHI-SQUARE = 1 5 . 3 0 7 , D.F.= 4 , PROB. = 4. 105E-0.3 
2 4 8 
CROSSTAB / CHI-S^ARE TESTS 
TABLE 5.14. (1). 
OBSERVED VALQES (Cell format: count/ percent: total/ percent: row/ percent: col) 
I I I 1 
i l! 2! 3! TOTAL 
! 38! 401 42! 120 
1! 15.45! 16.26! 17.07! 48.78 
! 31.67! 33.33! 35.00! 
! 35.19! 60.61! 58.33! 
! 70! 26! 30! 126 
2! 28.46! 10.57! 12.20! 51.22 
! 55.56! 20.63! 23.81! 
! 64.81! 39.39! 41.67! 
+ + + H-
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27; 100.00 
CHI-SQUARE = 14.313, 2, PROB. = 7.796E-04 
CROSSTAB / CHI-S^ARE TESTS 
TABLE 5.14.(1). 
EXPECTED VALUES (Cell foirmt: count/ percent: total/ percent: row/ percent: col) 
I I I I 
i 1! 2! 3! TOTAL 
! 52.68! 32.20! 35.12! 120.00 
1! 21.42! 13.09! 14.28! 48.78 
: 43.90! 26.83! 29.27! 
! 48.78; 48.78! 48.78! 
! 55.32! 33.80! 36.88! 126.00 
2! 22.49! 13.74! 14.99! 51.22 
! 43,90! 26.83! 29.27! 
! 51.22! 51.22! 51.22! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 14.313, D. F. = 2, PROB. = 7.796E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.15. 
OBSERVED VALUES (Cell foimat: count/ percent: total/ percent: tow/ percent: col) 




































































CHI-SQUARE = 27.678, D.F.= 6, PROB. = 1.080E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5. 15. 
EXPECTED VALUES ( C e l l f o r m t : count/ percent: t o t a l / percent: row/ percent: col.: 
i ; 
20.201 































































CHI-SQUARE = 27.678, D.F.- 6, PROB. - 1.080E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.15. (1). 
OBSERVED VALUES (Cell forroat: count/ percent: txDtal/ percent: row/ percent: col) 
1 1 1! 2! 3! TOTAL 
! 











































CHI-SQUARE = 21. 197, D. F. = PROB. = 2.495E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 1 5 . ( 1 ) . 
EXPECTED VALUES (Cell f o r m t : count/ i^rcent: toxal / percent: row/ percent: col) 













































CHI-SQUARE = 2 1 . 197, PROB. 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.16. 
















































































CHI-SQUARE = 19.120, D.F.= 6, PROB. = 3.965E-iZG 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.16. 





































































CHI-SQUARE = 19.120, D.F.= 6, PROB. = 3.965E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.16.(1). 












































CHI-SQUARE = 17.654, > PROB. = 1.467E-0^i 
CROSSTAB / CHI-S^ARE TESTS 
TABLE 5.16.(1). 












































CHI-SQUARE = 17.654, D. F.= 2, PROB. = 1.467E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5. 17. 
OBSERVED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
t i l l 
I l! 2; 3! TOTAL + + + + 
1 31! 211 30! 82 
1! 12.60! 8-54! 12.20! 33.33 
! 37.80! 25.61! 36.59! 
! 28.70! 31.82! 41.67! 
I 22' 27! 28! 77 
2! . 3.94! 10.98! 11.38! 31.30 
I 28.57! 35.06! 36.36! 
20.37! 40.91! 38.89! 
; 55! 18! 141 87 
3! 22.36! 7..32! 5.69! 35.37 
63.22! 20.69! 16.09! 
i 50.93! 27.27! 19.44! 
TOTAL! 108! 66! 72! 246 
; 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 23.410, D. F. = 4, PROB. = 1.048E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.17. 
EXPECTED VALUES (Cell format: count/ percenx.: total/ percent: row/ percent: col ) 
1 
1 1! 
O 1 I 3! TOTAL 
1 36.00! 22.00: 24.00! 82.00 
1! 14.63! 8.94! 9.76! 33.33 
1 43.90! 26.83! 29.27; 
33.33! 33.33! 33.33! 
; 33.80! 20.66! 22.54! 77.00 
O 1 1 13.74! 8.40! 9. 16! 31.30 
1 J 43.90! 26.83! 29.27! 
1 i 31.30! 31.30! 31.30! 
-f + H + — 
1 38.20! 23.34! 25.46; 87.00 
3! 15.53! 9.49! 10. 35; 35. 37 
I I 43.90! 26.83! 29.27! 
1 1 35.37! 35.37! 35.37! 
+ + — H 
TOTAL! 
1 1 
108.00! 66.00! 72.00! 246.00 
43.90! 26.83! 29.27! 100.02 
CHI-SQUARE = 23.410, D.F.:^ 4, PROB. 1.048E-04 
256 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.17. (1). 
OBSERVED VALUES (Cell formt: count/ percent: total/ percent: row/percent: col) 
i I I I 
! 1! 2! 31 TOTAL 
I 531 48! 58! 159 
1! 21.54! 19.51! 23.58! 64.63 
! 33.33! 30.19! 36.48! 
! 49.l2f7! 72.73! 80.56! 
! 55! 18! 14! 87 
2! 22.36! 7.32! 5.69! 35.37 
! 63.22! 20.69! 16.09! 
! 50.93! 27.27! 19.44! 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.271 100.00 
CHI-SQUARE =21.315, D.F.= 2, PROB. = 2.352E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.17.(1). 
EXPECTED VALUES (Cell format: count/ percent: tetal / percent: row/ percent: col 
! 1! 2! 3! TOTAL 
+ + + -r 
! 69.80! 42.66! 46.54! 159.00 
1! 28.381 17.34! 18.92! 64.63 
! 43.90! 26.83! 29.27! 
1 64.63! 64.63; 64.63! 
! 38.20! 23.34! 25.46! 87.00 
2! 15.53! 9.49! 10.35; 35.37 
! 43.90! 26.83! 29.27! 
! 35.37! 35.37! 35.37! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE =21.315, D.F.= 2, PROB. = 2.352E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.18. 
OBSERVED VALUES (Cell f o r m t : count/ percent: t o t a l / percent: row/ peircent: co l ) 
! 71 4! 8! 19 
i ; 2.85! 1.631 3.251 7. ,72 
! .36.84! 21.05! 42.I l l 
; 6.48! 6.061 11. Ill 
! 301 18! 141 62 
21 12.201 7..321 5.691 25, .20 
! 48.39! 29.031 22.581 












11. i i : 
27 
10.98 
121 81 11 1 1 27 
41 4.88! 3. 25! 2.851 10. 98 
44.441 29. 631 25.931 
11. 11! 12. 121 9.721 
11! 9! 8! 28 
51 4.471 3. 661 3.251 11.38 
39.291 32. 141 28.571 
10. 19 1 13. 64! 11. Ill 
151 71 101 32 
61 6. 101 2. 851 4.071 13.01 
46.881 21. 88: 31.251 
13.891 10.611 13.891 
151 81 121 35 
71 6. 101 3. ,251 4.881 14.23 
42.861 22. ,86; 34.291 
13.89! 12. , 121 16.671 
71 4 1 51 16 
8! 2.851 1, ,631 2.031 6.50 
43.751 25. ,001 31.251 
6.481 6, ,061 6.941 
1- + — —-i— + — 
TOTAL! 1081 661 721 246 
43.901 26, .831 29.271 100.00 
CHI-SQUARE = 4.583, D.F.- 14, PROB. = .9908 
CROSSTAB / CHI-SQUAEE TEBTS 
TABLE 5.18. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col; 
1 1 
1 1 
! 11 2 




! 8.34! 5.10 
1! 3.391 2.07 
! 43.90! 26.83 







i 27.22! 16.63 
2! 11.06! 6.76 
! 43.90! 26.83 









3! 4.82! 2.94 
! 43.90! 26.83 







! 11.85! 7.24 
4! 4.82! 2.94 
! 43.90! 26.83 







! 12.29! 7.51 
51 5.00! 3.05 
! 43.90! 26.83 







! 14.05! 8.59 
6! 5.71! 3.49 
! 43.90! 26.83 







! 15.37! 9.39 
7! 6.25! 3.82 
! 43.90! 26.83 







! 7.02! 4.29 
8! 2.86! 1.74 
43.90! 26.83 
! 6.50! 6.50 
TOTAL! 108.00! 66.00 











CHI-SQUARE = 4.583, D. F. = 14, PROB. .9908 
CRĈ STAB / CHI-SOIARE TESTS 
TABLE 5.19. 






























' - i t - i I 
8.94! 
16.92! 









CHI-SQUARE = 28. 170, D.F.= PROB. = 7.638E-ki7 
CROSSTAB / CHI-S(3]ARE TESTS 
TABLE 5.19. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col ) 
1 \ 
\ li '') 1 1 3! TOTAL 
! 50.93 ! 31.12; 33. 95! 116. 0SZ1 
1! 20.70! 12.65; 13. 30! 47. 15 
! 43.90! 26.83; 29. 27; 
; 47.15! 47.15; 47. 15! 
! 57.¿TT! 34.88! 38. 05! 130. 00 
2! 23.20! 14. 18; 15. 47! 52.85 
; 43.90! 26.83! 29. 27! 
; 52.85! 52.85! 52. ,85! 
+ + — + — — + — 
TOTAL! 108.00! 66.00! 72. ,00! 246.00 
! 43.90! 26.83! 29. ,27! 100.00 
CHI-SQUARE = 28.170, 2, PROB. 7.638E-07 
CROSSTAB / CHI-Sĉ QARE TESTS 
TABLE 5.20. 
OBSERVED VALUES (Cell fonmt: count/ percent.: total/ percent: row/ percent: col) 
+ -
1! •7 • 1 3! TOTAL 
5! 7! 14! 26 
4.31! 6.03; 1 o Xfli . 07! 22.41 
19.23! 26.92! 53. 85! 

























1 I •i- I 
.86! 
12.50! 




















































CHI-SQTJARE = 25.426, D. F. = 10, FROB. = 4.5g4E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.20. 





































































































CHI-SQTJARE = 25.426, D. F. = 10, PROB. = 4.594E-03 
CROSSTAB / CHI-SQUARE TESTS 
















































CHI-SQUARE = 24.515 , D. F. = 2, PROB. = 4.7.50E-06 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.20. (1). 
EXPECTED VALUES (Cell foirmt: count/ percent: total/ percent: row/ percent: col) 
1 ! 1! O i 1 3! TOTAL 
1 D. 24! D. 57! Q 19! 19. m 
1! 4. 52! 4. 80! 7. 06! 16. 38 
1 
1 27. 59! 29. 31! 43. 10! 
1 
1 16. ,38! 16. 38! 16. 38! 
1 26. ,76! 28. 43! 41. 81! 97. 00 
O 1 il. 1 23. ,07! 24. 51; 36. 04! 83. 62 
1 
1 27. ,59! 29. 31! 43. 10! 1 1 83. ,62! 33. 62! 83. 62; 
TOTAL! .32. ,00! 34. 00! 50. 00! 116. 00 
1 1 27. Ru ' , 'J-J ) 29. 31! 43. 10! 100. 00 
CHI-SQUAP.E = 24.515, D. ii'. = FROB. = 4. ,75t 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.21. 
OBSERVED VALUES (Cell f o r m t : count/ percent: t o t a l / percent: row/ percent: co l ) 
I I I I 
i i ; 2; 31 TOTAL 
1 
1 76! 32! 22! 130 
1! 30. 89! 13.01! 8.94! 52.85 
1 58.46! 24.62! 16.92! 
1 70. 37! 48.48! 30. 56! 
, 
17! 18! 26! 61 
9 ' 
1 6.91! 7..32! 10. 57! 24.80 
! 27.87! 29.51! 42.62! 
i 
1 15.74! 27.27! 36. 11! 
1 
1 11! 13! 19! 43 
3! 4.47! 5.28! T nn i i . 1 £1, 1 17.48 
1 25.58! 30. 23; 44.19! 
1 10. 19! 19.70! 26.-39! 
; 4' 3' 5! 12 
4! 1.63! 1.22! 2.031 4.88 
; 33.33! 25.00! 41.67! 
! 3.70! 4.55! 6.94! 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.0t3 
CHI-SQUARE = 28.429, D. E. = 6, PROB. = . 800E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.21. 
EXPECTED VALUES ( C e l l for-mt: count/ percent.: t o t a l / percent: row/ percent: c o l 
- + 














































CHI-SQTJARE 28.429, D. F. = 6 . PROB. = 7.800E-k15 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.21. (1). 
OBSERVED VALUES (Cell format: count/ percent: total/ ]^rcent:row/ -eercent: col) 
1 1 i: 2! 3! TOTAL 
1 1 








































CHI-SQUARE = 28.170, D.F.= 2, PROB. = 7.638E-07 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.21. (1). 
EXPECTED VALUES (Cell format: coi.mt/ î rcent: total/ percent: row./ percent: col: 
1 1 
1! 
1 1 O 1 1 
1 
3! TOTAL 
57. 07! 34. 88! 38. 05! 130. 00 -1 i 20! 14. 18! 15. 47! p. O O p. •JC^ . l-'-J 
43. 90! 26. 831 29. 27! 
52. ,85! 52. 85! 52. 85! 
50, , 93: 31. 12! 33. 95 i 116.00 
2! 20. ,70! 12. 65! 13. 80 i 47. 15 
43. ,90! 26. 83! 29. 27; 
47, . 15! 47. 15! 47. 15! 
TOTAL! 108, ,00! 66. 00! 72. m \ 246.00 
43, ,90! 26. 83! 29. ni I ( 1 100.00 
CHI-SQUARE = 170, D.F.= -ROB. = 7.638E-07 
CROSSTAB / CiII-SOTM<E TESTS 
TABLE 5.22. 
OBSERVED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
I I I I 
! 1! 2! 31 TOTAL + + + + 
i 57! 14! 23! 94 
1! 23.17! 5.69! 9.35! 38.21 
! 60.64! 14.89! 24.47! 
52.78! 21.21! 31.94! + + 4- + 
! 27! 26; 24! 77 
2! 10.98! 10.57! 9.76! 31.30 
! 35.06! 33.77! 31.17! 
! 25.00! 39..39! 33.-33! 
j 12* 12" 11' 35 
3! 4.88! 4.88! 4.47! 14.23 
! 34.29! 34.29! 31.43! 
! 11.11! 18.18; 15.28! 
! 8! 9! 8! 25 
4! 3.25! 3.66; 3.25! 10-16 
! 32.00! 36.00! 32.00! 
! 7.41! 13.64! 11. li; + + -I- + 
I 41 5 • g j 15 
5! 1.63! 2.03! 2.44! 6.10 
! 26.67! 33.33! 40,00! 
! 3,70! 7.58! 8.33! 
+ + -I- + 
TOTAL! 108! 66! 72! 246 
43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 19.589, D. F. = 8, FROB. = .0120 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.22. 























































































CHI-SQUARE = 19.589, D. F .= 8, PROB. = .0120 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 2 2 . ( 1 ) . 



















































CHI-SQUARE = 18.981, D. F. = PROB. = 7.5i55E-!ct) 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 2 2 . ( 1 ) . 
EXPECTED VALUES ( C e l l format: count/ percent: t o t a l / percent: row/ percent: col.) 





































CHI-SQTJARE = 18. 981, D. F. = PROB. = 7.555E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.23. 











4! 6! 5! 15 
1! 2.63! 3.95! 3.29! 9.87 
26.67! 40.00! 33.33! 
7.84! 11.54! 10. 20! 
7! 6! 5! 18 
2' 4.61! 3.95! 3.29! 11.84 
38.89! 33.33! 27.78! 




3! 2.63! 3.29! 1.97! 7.89 
33.33! 41.67! 25.00! 
7.84! 9.62! 6. 12! 
6! 7! 7! 20 
4! 3.95! 4.61! 4.61! 13. 16 
30.00! 35.00! 35.00! 
11.76! 13.46! 14.29! 
15! 13! 12! 40 
5! 9.87! 8.55! 7.89! 26.32 
37.50! 32.50! 30.00! 
29.41! 25.00! 24.49! 
4! 5! 7! 16 
6! 2.63! 3.29! 4.61! 10. 53 
25.00! 31.25! 43.75! 
7.84! 9.62! 14.29! 
+ +— + — 
11! 10! 10! 31 
7! 7.24! 6.58! 6.58! 20. 39 
35.48! 32,26! 32.26! 
21.57! 19.23! 20.41! 
TOTAL: 51: 52! 49! 152 
33.55; 34.21! 32.24! 100. 00 
CHI-SQUARE = 2.548, D.F.:= 12, PROB. = .998' 
CROSSTAB / CHI-SOJARE TESTS 
TABLE 5.23. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
I i I ! 
! l| 21 3'! TOTAL 
5 . 1 6 ! 16 .00 
3 . 3 9 ! 10.53 
32 .24 i 
10. 53: 
10 .40 ! 10 .61 ! 9 . 9 9 ! 31.1^0 
6 . 8 4 ! 6 . 9 8 ! 6 . 5 7 ! 2 0 . 3 9 
.33.55! 3 4 . 2 1 ! 3 2 . 2 4 ! 
20. 39 i 20. 39! 20. 39 ; 
0 ! 5 2 . 0 0 ! 4 9 . 0 0 ! 152 .00 
3 3 . 5 5 ! 3 4 . 2 1 ! 3 2 . 2 4 ! 100 .00 
CHI-Sc3iJAPvE = 2 . 5 4 8 , D.F.= 12, IrEOB. - . 9 9 8 0 
CROSSTAB / CHI-S^ARE TESTS 
TABLE 5.24. 
OBSERVED VALUES (Cell formt: count/ percent: total/ percent: row/ percent: col) 
1 1 
! 1 2 
1 
3 i TOTAL 
! 4 
1! 2.63 





































19.23 k -1 






































CHI-SQUARE 20.296, D.F.= 10, PROB. = ,0266 
CROSSTAB / CHI-SgJARE TESrS 
TABLE 5.24. 






























































































CHI-S^ARE = 20. 296, = 10, FBUB. - .eG66 
CROSSTAB / CHI-SGfJARE TESTS 
TABLE 5.24.(1). 
OBSERVED VALUES (Cell formt: count/ percent: tot^l/ percent: row/ percent: coi) 
11 







































CHI-SQUARE - 18.437, D.F.= 2, PROB. = 9.920E-05 
CROSSTAB / CHI-SgJARE TESTS 
TABLE 5.24.(1). 








































CHI-SgJARE = 18. 437, D. F. = 2 PROB. = 9.92^ -̂0/0 
CROSSTAB / CHI-SgJAEE TESTS 
TABLE 5.25. 
OBSERVED VALUES (Cell fonnat: count/ percent: total/ percent: row/ percent: col) 
' 1 ' 1 -L 1 2! 31 TOTAL 
1 P. 1 1 -J 1 91 10! 24 
1! 3.29! 5. .92! 6.581 15.79 
1 20.83! 37. ,50! 41.671 
1 9.80! 17. ,31! 20.411 
+ + + + 
1 6! 71 51 18 
2! 3.951 4.611 3.29! 11.84 
i 33.33! 38.89! 27.78! 
! 11.76! 13.46! 10.20! 
! 3! 8! 12! 23 
3! 1.97! 5.26! 7.89! 15.13 
! 13.04! 34.78! 52.17! 
! 5.88! 15.38! 24.49! 
! 6! 8! 12! 26 
4! 3.95! 5.26! 7.89! 17.11 
! 23.08! 30.77! 46.15! 
! 11.76! 15.38! 24.49! + + + + 
! 14! 8! 3! 25 
51 9.21! 5.26! 1.97! 16.45 
1 56.00! 32.00! 12.001 
! 27.45! 15.381 6.121 + + + + 
! 141 81 41 26 
6! 9.21! 5.26! 2.63! 17.11 
1 53.85! 30.77; 15.38! 
27.451 15.381 8.16! + + + + 
1 31 41 31 10 
7! 1.97! 2.631 1.971 6.58 
1 30.00! 40.001 30.001 
! 5.88! 7.69! 6.121 + + + + 
TOTAL! 511 52! 49! 152 
1 33.551 34.211 32.24! 100.00 
CHI-SQUARE = 23.035, D. F. = 12, PROB. = .0274 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.25. 
EXPECTED VALUES (Cell format: count/ percent:total/ percent: row/ percent: col) 
1 ( 1 1 
! 1! 2! 3! TOTAL + + + + 
1 8.05! 8.21! 7.74! 24.00 
1! 5.30! 5.40! 5.09! 15.79 
! 33.55! 34.21! 32.24! 
! 15.79! 15.79! 15.79! 
+ + + -I-
! 6.04! 6.16! 5.80! 18.00 
2! 3.97! 4.05! 3.82! 11.84 
! 33.55! 34.21! 32.24! 
! 11.84! 11.84! 11.84! 
! 7.72! 7.87! 7.41! 23.00 
3! 5.08! 5.18! 4.88! 15.13 
! 33.55: 34.21! 32.24! 
! 15.13! 15.13! 15.13! + + + + 
! 8.72! 8.89! 8.38! 26.00 
4! 5.74! 5.85! 5.51! 17-11 
! 33.55! 34.21! 32.24! 
17.11! 17.11! 17.11! + + + 
! 8.39! 8.55! 8.06! 25.00 
5! 5.52! 5.63! 5.30! 16.45 
! 33.55! 34.21! 32.24! 
! 16.45! 16.45! 16.45! 
! 8.72! 8.89! 8.38! 26.00 
6! 5.74! 5.85! 5.51! 17.11 
34.21! 32.24! 
17.11! 17.11! 17.111 
1 
1 3. 36! 3.42! 3.22! 10.00 
7! 2. 21! 2.25! 2. 12! 6.58 
33. 55! 34.21! 32.24! 1 1 6. 58! 6.58! 6.58! 
TOTAL! 51.00! 52.00! 49.00! 152.̂ 3 
i 33.55! 34.21! 32.241 100.00 
CHI-SQUARE ̂  £3.035, D.F.= 12, PROB. = .0274 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.25.(1). 




10. 53 I 
31. .37! 






































CHI-SQUARE = 18.766, D. F.::: PROB. = 8.415E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.25.(1). 
EXPECTED VALUES (Cell formt: coimt/ percent: total/ percent: row/ percent: col) 


































33.55! o X . 
152.00 
100. 00 
CHI-SQUARE = 18.766, PROB. S.415E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.26. 
OBSERVED VALUES (Cell forraat: count/ percent: total./ percent: row/ percent:col) 
















.+ + + 
! 19! 17! 16 i 52 
21 7.72! 6.9i; 6.50! 21.14 
! 36.54! 32.69! 30.77! 
17.59! 25.76! 22! 
! 53! 34! 32! 119 
3! 21.54! 13.82! 13.01! 48.37 
! 44.54! 28.57! 26.89! 
! 49.07! 51.52! 44.44! 
! 6! 6! 10! 22 
4! 2.44! 2.44! 4.i^! 8.94 
27.27! 27.27! 45.45! 
! 5.56! 9.09! 13.89! 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 9.092, D. 6, PROB. = .1685 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.26. 







































































CHI-SQUARE = 9.092, D.F.= 6, PROB. = .1685 
CROSSTAB / CHI-SOaARE TESTS 
TABLE 5.27. 
OBSERVED VALUES (Cell format: count/ percent: t o ta l / percent,: row/ percent: col) 
1! 2! .3! TOTAL 
._+ + + 
! 34! 241 24! 82 
1! 13.82! 9.76! 9.76! 33..33 
! 41.46! 29.27! 29.27! 
! 31.48! 36.36! 33.33! 
! 39! 30! 29! 98 
2! 15.85! 12.20! 11.79! 39.84 
! 39.80! 30.61! 29.59! 
! 36.11! 45.45! 40.28! 
! 19! 6! 7! 32 
3! 7.72! 2.44! 2.851 13.01 
! 59.38! 18.75! 21.88! 
! 17.59! 9.09! 9.72; 
! 16! 6! 12! 34 
4! 6.50! 2.44! 4.88! 13.82 
! 47.06! 17.65! 35.29! 
! 14.81! 9.1®! 16.67: 
TOTAL! Ii38! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.03 
CHI-SQUAFE = 5.884, 6, r'ROB. = .4363 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.27. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent:row/ percent:col) 
1 I I I 
i li 2! 31 TOTAL + + + + 
! 36.00! 22.001 24.00! 82.00 
1! 14.63! 8.94! 9-76! 33.33 
! 43.90! 26.83! 29.27! 
! 33.33! 33.33! 33.33! + + + + 
! 43.02! 26.29! 28.68; 98.00 
2! 17.49! 10.69! 11.66! 39.84 
! 43.90! 26.83! 29.27! 
! 39.84! 39.84! 39.84; 
! 14.05! 8.59! 9.37! 32.00 
3! 5.71! 3.49! 3.81! 13.01 
i 43.90! 26.83! 29.27! 
! 13.01! 13.01! 13.01! 
+ + + -t—. 
! 14.93! 9.12! 9.95! 34.00 
4! 6.07! 3.71! 4.05! 13.82 
! 43.90! 26.83! 29.27! 
! 13.82! 13.82! 13.82! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE =5.884, D.F.= 6, PROB. = .4363 
C R O S S T A B / C H I - S Q U A P E T E S T S 
T A B L E 5 . 2 8 . 
O B S E R V E D V A L U E S ( C e l l f o r m t : c o u n t / p e r c e n t : t o t a l / p e r c e n t : r o w / p e r c e n t : c o l ) 
1 1 
+-
1 2 1 
4 . 8 8 ! 
2 5 . 5 3 1 
1 1 . I l l 
2 3 1 
9 . 3 5 1 
3 3 . 8 2 1 
2 1 . 3 0 1 
7 3 1 
2 9 . 6 7 1 
5 5 . 7 3 1 
6 7 . 5 9 1 
1081 




3 T O T A L 
1 4 ! 
5 . 6 9 i 
2 9 . 7 9 i 
21.21! 
211 
8 . 5 4 1 
4 4 . 6 8 1 
2 9 . 1 7 1 
+ -
211 
8 . 5 4 1 
3 0 . 8 8 1 
2 9 . 1 7 1 
+ -
3 0 1 
1 2 . 2 0 1 
2 2 . 9 0 1 
4 1 . 6 7 1 
7 2 1 
2 9 . 2 7 1 
4 7 
1 9 . 1 1 
2 4 1 
9 . 7 6 1 
3 5 . 2 9 1 
3 6 . 3 6 ; 
h -
2 8 ! 
1 1 . 3 8 ! 
2 1 . 3 7 1 
4 2 . 4 2 ! 
6 6 ! 
2 6 . 8 3 ! 
68 
2 7 . 6 4 
T O T A L ! 
1 3 1 
5 3 . 2 5 
2 4 6 
100.00 
C H I - S Q U A R E = 1 8 . 4 6 9 , D . F . = 4 , P R O B . = 9 . 9 8 8 E - 0 4 
C R O S S T A B / C H I - S g J A R E T E S T S 
T A B L E 5 . 2 8 . 
E X P E C T E D V A L U E S ( C e l l f o r r o a t : c o u n t / p e r c e n t : t o t a l / p e r c e n t : r o w / p e r c e n t : c o l ) 
1 3 1 
1 3 . 7 6 1 
5 . 5 9 1 
2 9 . 2 7 ; 
1 9 . I l l 
1 9 . 9 0 1 
8 . 0 9 1 
2 9 . 2 7 ! 
2 7 . 6 4 1 
3 8 . 3 4 1 
1 5 . 5 9 ! 
2 9 . 2 7 1 
5 3 . 2 5 ! 
7 2 . 0 0 ! 
2 9 . 2 7 ! 
r O T A L 
2 0 . 6 3 ! 
8 . 3 9 ! 
4 3 . 9 0 ! 
1 9 . I l l 
12.61! 
5 . 1 3 ; 
2 6 . 8 3 ! 
1 9 . 1 1 ! 
-f--
1 8 . 2 4 1 
7 . 4 2 ! 
2 6 . 8 3 ! 
2 7 . 6 4 ! 
3 5 . 1 5 ; 
1 4 . 2 9 1 
2 6 . 8 3 1 
5 3 . 2 5 ! 
66.00! 
2 6 . 8 3 ! 
4 7 . 0 0 
1 9 . 1 1 
O I 
I 
T O T A L ! 
2 9 . 8 5 ! 
1 2 . 1 4 ! 
4 3 . 9 0 1 
2 7 . 6 4 1 
5 7 . 5 1 1 
2 3 . 3 8 1 
4 3 . 9 0 1 
5 3 . 2 5 1 
108.001 
68.00 
2 7 . 6 4 
1 3 1 . 0 0 
5 3 . 2 5 
2 4 6 . 0 0 
100.00 
C H I - S Q U A R E = 1 8 . 4 6 9 , D . F . 4 , P R O B . = 9 . 9 8 8 E - S Z ) 4 
:82 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.28. (1) . 
OBSERVED VALUES (Cell format: count/ percent: t o t a l / percent: row/ percent:col) 
I I I I I I I I 
! li 2! 3; TOTAL + + + + 
! 35! 38! 42! 115 
i : 14.23! 15.45! 17.07\ 46.75 
! 30.43! 33.04! 36.52! 
! 32.41! 57.58! 58.33! 
+ + + -I-
! 73! 28! 30! 131 
2! 29.67! 11.38! 12.20! 53.25 
! 55.73! 21.37! 22.90! 
! 67..59! 42.42! 41.67! 
TOTAL! 108! 66! 72! 246 
i 43.90! 26.83! 29.27; i m m 
CHI-SQUARE = 15.912, D. F. = 2, FROB. = 3.505E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.28. (1) . 
EXPECTED VALUES (Cell format: count/ percent: t o t a l / percent: row/ percent: co l ) 
1! 2! 3! TOTAL + + 
! 50.49! 30.85! 33.66; 115.00 
1! 20.52! 12.54! 13.68! 46.75 
! 43.90! 26.83! 29.27! 
! 46.75! 46.75! 46.75; 
! 57.51! 35.15! 38.34! 131.00 
2! 23.38! 14.29! 15.59! 53.25 
! 43.90! 26.83! 29.27! 
! 53.25! 53.25! 53.25! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE =15.912, D.F.= 2, PROB. 3.505E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.29. 
OBSERVED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
11 2! 3! TOTAL -+ + + 
24! 5! 10! 39 
9.76! 2.03! 4.!2f7! 15.85 
! 61.54! 12.82! 25.64! 
! 22.22! 7.58! 13.89; 
! 55! 30! 28! 113 
2! 22.36! 12.20! 11.38! 45.93 
! 48.67! 26.55! 24.78! 
! 50.93! 45.45! 38.89! 
+ 4 - + - t -
! 6! 10! 14! 30 
3! 2.44! 4.07! 5.69! 12.20 
! 20.00! 33.33! 46.67; 
! 5.56! 15.15! 19.44! + + + + 
! 7! 9! 12! 28 
4! 2.85! 3.66! 4.88! 11.38 
! 25.00! 32.14! 42.86! 
1 6.48! 13.64! 16.67! + + + + 
! 16! 12! 8! 36 
5! 6.50! 4.88! 3.25! 14.63 
! 44.44! 33.33! 22.22! 
! 14.81! 18.18! 11.11! 
.—+ + + -h 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 20.159, D. F. = 8, PROB. = 9.7.52E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.29. 
EXPECTED VALUES (Cell formt: count/ percent: total/ percent: row/ percent: col) 
I 1! 2! 3! TOTAL + + + 
I 17.12i 10.46! 11.41! 39.00 
1! 6.96! 4.25! 4.64! 15.85 
! 43.90! 26.83! 29.27! 
! 15.85! 15.85! 15.85! 
! 49.61! 30.32! 33.07! 113.00 
2! 20.17! 12.32! 13.44! 45.93 
! 43.90! 26.83! 29.27! 
! 45.93! 45.93! 45.93! 
! 13.17! 8.05! 8.78! 30.0iZ1 
3! 5..35! 3.27! 3.57! 12.20 
! 43.90! 26.83! 29.27! 
I 12.20! 12.20! 12.20! 
-i- + + + 
! 12.29! 7.51! 8.20! 28.00 
4! 5.00! 3.05! 3.33! 11.38 
! 43.90! 26.83! 29.27! 
! 11.38! 11.38! 11.38! 
+ + + + 
! 15.80! 9.66! 10.54! 36.00 
5! 6.42! 3.93! 4.28! 14.63 
! 43.90! 26.83! 29.27! 
! 14.63! 14.63! 14.63! + + + + 
TOTAL! 108.00! 66.00! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 20.159, D. 8, PROB. = 9.752E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 2 9 . ( 1 ) . 




3 8 . 6 2 ! 
50. 5.3! 
8 7 . 9 6 ! 
13! 
5 . 2 8 ! 
2 2 . 4 1 ! 
12 .04! 4--
108! 





2 5 . 0 0 ! 
7 1 . 2 1 ! 1-_ 
19! 
7 . 7 2 : 
3 2 . 7 6 ! 





2 4 . 4 7 ! 
6 3 . 8 9 ! 
26! 
10. 57! 
4 4 . 8 3 ! 
36. 11! +-
72! 
2 9 . 2 7 ! 
TOTAL 
188 





2 6 . 8 3 ! 
246 
100.00 
CHI-SQUARE - 15 .254 , D.F.:^ PROB. = 4 .870E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5 . 2 9 . ( 1 ) . 
EXPECTED VALUES ( C e l l f o r m t : c o u n t / p e r c e n t : t o t a l / i ^e rcen t : r o w / i : e r c e n t : c o l ) 
1! 
- i - _ 
8 2 . 5 4 ! 
3 3 . 5 5 ! 
; 4 3 . 9 0 ! 
7 6 . 4 2 ! 




2 6 . 8 3 ! 
7 6 . 4 2 ! 
15 .56 ! 
6 .331 
2 6 . 8 3 ! 
2 3 . 5 8 ! 
6 6 . 0 0 ! 
2 6 . 8 3 ! 
-L I 
9 ' 2 5 . 4 6 ! 10. 35! 
4 3 . 9 0 ! 
2 3 . 5 8 ! +-
108 .00! 
4 3 . 9 0 ! 
5 5 . 0 2 ! 
riH I 
CiC, , 'J I 1 
2 9 . 2 7 ! 
7 6 . 4 2 ! 
16 .98! 
6 . 9 0 ; 
2 9 . 2 7 ! 
2 3 . 5 8 ! +. 
188.00 
7 6 . 4 2 
;j8. 00 
2 3 . 5 8 
TOTAL! 7 2 . 0 0 ! 
2 9 . 2 7 ! 
246.^00 
100.00 
CHI-SQUARE - 15 .254 , D.F.=: 2 , PROB. = 4 .870E-04 
CROSSTAB / CHI-SQ[JARE TESTS 
TABLE 5.30. 
OBSERVED VALUES (Cell foraiat: count/ percent: total/ percent: row/ percent: col) 
I I i I 
I l ! 2 1 3 1 TOTAL 
! 18! 51 8i 31 
11 7.321 2.031 3.251 12.60 
! 58.06! 16.13! 25.81! 
! 16.67! 7.58! 11.11! + + + + 
! 84! 56! 57! 197 
2! 34,15! 22.76! 23.17! 80.08 
! 42.64! 28.43! 28.93! 
! 77.78! 84.85! 79.17! 
1 g I 5 j 7 j 13 
3! 2.44! 2.03! 2.85! 7.32 
! 33.33! 27.78! 38.89! 
! 5.56! 7.58! 9-72! 
TOTAL! 108! 66! 72! 246 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 4.166, D.F.= 4, PROB. = .3840 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.30. 
EXPECTED VALUES (Cell formt: count/ percent: total/ percent: row/ percent: col) 
I I I i 
j li 2! 3! TOTAL 
1 1 13,61! 8.32! 9.07! 31.00 
1! 5.53! 3.38! 3.69! 12.60 
1 1 43.90! 26.83! 29.27! 
1 1 12.60! 12.60! 12.60! 
1 1 H H 
i 
1 86.49! 52.85! 57.66! 197.00 
2! 35.16! 21.49! 23.44! 80.08 
i 1 43.90! 26.83! 29.27! 
1 
1 80.08! 80.08! 80.08! 
1 
1 7.90! 4.83! 5.27! 18.00 
3! 3.21! 1.96! 2. 14! 7.32 
1 1 43.90! 26.83! 29.27! 
1 1 7.32! 7.32! 7.32! 
TOTAL! 103.00! 66.00! 72.00! 246.00 
1 1 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 4.166, D.F.= 4, PROB. = .3840 
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CROSSTAB / C H I - S Q U A R E T E S T S 
T A B L E 5 . 3 1 . 









4 . 8 8 ! 
3 0 . 0 0 ! 
1 1 . 1 1 ! 
30! 
12.20! 
4 4 . 7 8 ! 
2 7 . 7 3 ! 
66! 
2 6 . 8 3 ! 
4 7 . 4 8 ! 
6 1 . 11! 
+. 
108! 
4 3 . 9 0 ! 
2 ! 
14! 
5 . 6 9 ! 
3 5 . 0 0 ! 
2 1 . 2 1 ! 
18! 
7 . 3 2 ! 
2 6 . 8 7 ! 
2 7 . 2 7 ! 
34! 
13.82! 
2 4 . 4 6 ! 
5 1 . 5 2 ! +-
66! 
2 6 . 8 3 ! 
3! 
14! 
5 . 6 9 ! 
3 5 . 0 0 ! 
19.44! 
19! 
7 . 7 2 ! 
2 8 . 3 6 ! 
2 6 . 3 9 ! 
39! 
15.85! 
2 8 . 0 6 ! 
5 4 . 1 7 ! 
-j-_ 
72! 
2 9 . 2 7 ! 




2 7 . 2 4 
139 
5 6 . 5 0 
T O T A L 246 
100.00 
C H I - S Q U A R E = 4 . 0 0 2 , D . F . = 4, PROB. = .4057 
CROSSTAB / CHI-SQUARE T E S T S 
T A B L E 5 . 3 1 . 
E X P E C T E D VALUES ( C e l l f o r m t : c o u n t / p e r c e n t : t o t a l / p e r c e n t : r o w / p e r c e n t : col .) 






3! T O T A L 
1 1 1 7 . 5 6 ! 10. 73! 11.71! 4 0 . 0 0 
1! 7. 14! 4 . 3 6 ! 4 . 7 6 ! 16.26 
( 1 4 3 . 9 0 ! 2 6 . 8 3 ! 2 9 . 2 7 ! 
1 1 1 6 . 2 6 ! 16.26! 16.26! 
1 1 2 9 . 4 1 ! 17.98! 19.61! 6 7 . 0 0 
2! 11.96! 7 . 3 1 ! 7 . 9 7 ! 2 7 . 2 4 
1 1 4 3 . 9 0 ! 2 6 . 8 3 ! 2 9 . 2 7 ! 
1 1 2 7 . 2 4 ! 2 7 . 2 4 ! 2 7 . 2 4 ! 
! -i H +— 
i 
1 6 1 . 0 2 ! 3 7 . 2 9 ! 40. 68! 1 3 9 . 0 0 
3! 2 4 . 8 1 ! 15. 16! 16.54! 56. 50 
1 
1 4 3 . 9 0 ! 2 6 . 8 3 ! 2 9 . 2 7 ! 
1 
I 5 6 . 5 0 ! 5 6 . 5 0 ! 5 6 . 5 0 ; 
- i - + — + H 
T O T A L ! 108.00! 6 6 . 0 0 ! 7 2 . 0 0 ! 2 4 6 . 0 0 
1 4 3 . 9 0 ! 26.831 2 9 . 2 7 ! 1 0 0 . 0 0 
C H I - S Q U A R E = 4 . 0 0 2 , D . F . = 4, PROB. : = .4057 
2 8 8 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.32. 























































CHI-SQUARE = 17.319, D. F. = 4, PROB. = 1.676E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.32. 
EXPECTED VALUES (Cell format: coijnt/ percent: total/ percent: row/ percent: col.) 
i t 
1! 
1 1 1 
1 
3! TOTAL 
25.02! 15.29! 16.68! 57.00 
1! 10. 17! 6.22! 6.78! 23. 17 
43.90! 26.83! 29.27! 
23.17! 23.17! 23.17! 
49.17! 30. 05! 32.78! 112.00 
2! 19.99! 12.21! 13.33! 45.53 
43.90! 26.83! 29.27! 
45.53! 45.53! 45.53! 
33.80! 20.66! 22.54! 77.00 
3! 13.74! 8.40! 9. 16! 31.30 
43.90! 26.83! 29.27! 
31.30! 31.30! 31.30! 
4- + — -f-— + — 
TOTAL: 108.00! 66.00! 72.00! 246.00 
43.90! 26.83! 29.27! 100.00 
CHI-SQUARE - 49, D.F.= 4. PROS. 1.676E-03 
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CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.32.(1). 











































CHI-SQUARE = 15.111, D.F.= 2, PROB. = 5.232E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.32.(1). 











































CHI-SQUARE - 15.Ill, D. F.= PROB. - 5.232E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.33. 
OBSERVED VALUES ( C e l l format: count/ percent: t^otal/ percent: row/ percent: co l ) 

































































CHI-SQUAPE = 22.177, n PROB. = 1. 125E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.33. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
L! 2i 3! TOTAL .+ -f + 
41.71! 25.49! 27.80! 95.00 
16.95! 10.36! 11.30! 38.62 
43.90! 26.83! 29.27! 
38.62! 38.62! 38.62! + + + 
28.10! 17.17! 18.73! 64.00 
2! 11.42! 6.98! 7.61! 26.02 
! 43.90! 26.83! 29.27; 
! 26.02! 26.02! 26.02! 
! 23.27! 14.22! 15.51! 53.00 
3! 9.46! 5.78! 6.31! 21.54 
! 43.90! 26.83! 29.27! 
! 21.54! 21.54! 21.54; 
-f + + + 
! 14.93! 9.12! 9.95! 34.00 
4! 6.07! 3.71! 4.05! 13.82 
! 43.90! 26.83! 29.27! 
! 13.82! 13.82! 13.82! 
TOTAL! 108.00! 66.03! 72.00! 246.00 
! 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 22.177. 6, FROB. = 1. 125E-03 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.33.(1). 







































CHI-SQUARE = 18.692, D. F. = PROB. = 8.731E-(?)5 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.33.(1). 
EXPECTED VALUES (Cel l format: count/ percent: tota l/ percent: row/ percent: co l ) 
O I 3! — TOTAL 
i 41.71! 25.49! 27.80! 9b. 00 
i : 16.95! 10. 36! 11.30! 38.62 
1 
1 43.90! 26.83! 29.27! 1 1 38.62! 38.62! .38.62: 
1 66.29! 40.51! 44.20! 151.00 
2! 26.95! 16.47! 17.97! 61.38 1 1 43.90! 26.83! 29.27! 1 1 61.38! 61.38! 61.38! 
TOTAL! 108.00! 66.00! 72.00! 246.00 
1 
1 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 18.692, D.F. = 2, PROB. = 8.73lE-i 
CROSSTAB / CHI-SQQARE TESTS 
TABLE 5.34. 


























































CHI-SQUARE =22.717, D.F.= 4, PROB. = 1.442E-04 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.34. 
EXPECTED VALUES (Cell format: count/ percent: total/ percent: row/ ];^rcent:col) 
1 1 1! 2! 3! TOTAL 
+ + — + — + — 
1 • 1 27.66! 16.90! 18.44! 63.00 
1! 11.24! 6.87! 7.50! 25.61 
1 1 43.90! 26.83! 29.27! 1 1 25.61! 25.61! 25.61! 
1 1 39.95! 24.41! 26.63! 91.00 
2! 16.24! 9.92! 10. 83! 36.99 
1 1 43.90! 26.83! 29.27! 1 1 36.99! 36.99! 36.99! 
+ + + — + — 
1 1 40. 39! 24.68! 26.93! 92.00 
3! 16.42; 10.03! 10.95; 37.40 
1 ( 43.90! 26.83! 29.27! 
1 1 37.40! 37.40! 37.40! 
+ H + — + — 
TOTAL! 108.00! 66.00! 72.00! 246.00 
i 1 43.90! 26.83! 29.27! 100.00 
CHI-SQUARE = 22.717, 4. PROB. = 1.44^ 
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CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.34.(1). 
OBSERVED VALUES (Cell format: count/ percent: total/ percent: row/ percent: col) 
11 
501 





































CHI-SQUARE 22.060, D. F.= 2, PROB. = 1.621E-05 
CROSSTAB / CHI-SQUARE TESTS 
TABLE 5.34.(1). 










































CHI-SQUARE = 22. 060, D. F. '1 3 PROB. ^ 1.621E-05 
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